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HERE is much frantic buying being done these 
days in the market centers. We have our 
opinion of the buyer who has held off until this 

late date for his Easter shoes and then rushes to the 
faétory and makes a proposition of an extra fifty 
cents per pair if the manufacturer will take somebody 
else’s order and switch labels. That is the wild sort of 
merchandising which throws a monkey wrench into 
the works. Is it any wonder that a man’s word is 
considered of no value and his bond but a scrap of 
paper? 

Easter may show itself an weecwheluting buying 
period with every single new shoe swept from the 
| shelves, but we doubt it. We maintain that Easter is 
simply the beginning of the best shoe selling season of 
the year and not the end. Go back over your records 
of business of former years and you will see that in 
numbers of pairs April, May and June exceed all 
other months of the year. Don’t let there be a re- 
occurrence of this jam of orders on novelties in the 
four weeks previous to another great sales date. 

Plan your buying and selling if you would profit in 
1921. Mayor Creamer of Lynn expressed the hope 
that business would be sensible enough not to have 
“alternating chills and fevers, depression and infla- 
tion.”” The thought is applicable to the buying and 
selling of shoes in stores. 

' One of the finest indications of constancy in busi- 
| hess is the statement of James Simpson, vice-president 
of Marshall Field & Co. He shows that you can still 
do business at a profit on some lines of merchandise 
when a whole lot of stock in the store is moving at a 
loss. He gives some very fine principles of merchan- 
dising economics, as follows: ' “The faster prices 
Moved downward, the quicker buying has been re- 
sumed.’ “Some merchants who threw high-priced 
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stuff overboard early and replaced with goods costing 
less as prices came down declare that their losses have 
been made up by increased volume of business on the 
lower priced level.” 

“Merchants must do business on a smaller margin 
of profit. They must speed up their turnover.” 

‘Expenses must be curtailed to keep the old ratio 
to volume.” 

“Standard qualities must be kept up, as value is the 
real word.” 

‘Intelligent advertising should be pursued.” 

“The merchant’s point of view of turnover must be 
revised—for turnover is the all important end.” 

“The big mistake of many merchants is to stop 
buying altogether. There is no surer way to business 
stagnation.” 

“No merchant who has his own progress and the 
needs of his community at heart can afford to stop 
buying, or radically to curtail purchases of seasonable 
lines.”” 

“The surest solution of the present difficulty is to 
order frequently seasonable and novelty merchandise 
which will sell at the highest rate of turnover.” 


Should He Be Fired? 


RETAIL shoe salesman was fired because he 
frankly told the customer that there was not a 
size on the proper last in the store for the customer’s 
foot and that the customer had better go elsewhere for — 
his shoes. This retail shoe salesman stuck to his 
principle of fitting feet. He was aware of the fact 
that the stock was all shot to pieces on sizes and that 
the embargo on resizing on staples was emphatic. 
Can it be that the shoe stores of this country are 
actually producing a condition of great danger to the. 
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American public? Fully eighty per cent of the shoes 
sold are of a staple character and it is absolutely 
necessary that they be sold in the right fitting. A 
store damages its future as a service institution on 
footwear by not having the right sizes on the right 
lasts for the regular run of customers. 

A staple shoe is one that should be selected—first, 
for its fitting, and its resizing should be an automatic 
process. 

We are devoting four pages in this issue to the sub- 
ject of fitting. The letter from C. H. Baber comes at 
the right time to start a nation-wide consideration of 
the fitting of shoes. Three store salesmen present 
their prize-winning essays on ““The Ideal Practical 
Shoe Salesman,” and we are wondering whether the 
shoe salesmen of the country agree with or differ from 
them. 

We consider the subject of fitting so important that 
we are ready to open a national forum on the topic in 
behalf of the American public. One has but to note 
the increase in the number of chiropodist parlors, the 
increased sale of appliances for crippled feet and the 
general short fit of footwear the country over. 





“High Heel” Legislation 
CTIVE opposition to the osteopathic movement 
to put across legislation limiting the height of 
heels on women’s footwear to one and one-half inches 
will crystallize early next week when a joint committee 
representing the Massachusetts Retail Shoe Mer- 
chants’ Association and the New England Shoe and 
Leather Association appears before the committee of 
the Massachusetts legislature to which the bill has 
been referred. Similar measures, it is understood, are 
pending in the legislatures of eighteen other states. 

One’s first thought in connection with this subject 
is to ridicule it as the raving of a mob.of unthinking 
fanatics. And this is pretty generally the attitude of 
the shoe trade the country over. Sober second 
thought, however, shows that the measure, if it is to 
be defeated this year and prevented from coming 
up again in the future, must. be attacked from some 
more reasonable angle than that inspired by resent- 
ment. It is all very well to characterize this pending 
legislation as un-American and ‘unconstitutional but 
it must be remembered that the osteopaths claim that 
the high heel is a detriment to health and that the 
persistence of this style will result in a race of 
weaklings. 

That being the case, the only safe ground on which 
to attack the measure is that high heels do not do the 
harm which it is alleged they do. It is to be hoped 
that the shoe merchants of the country, in banding 
together to fight this movement, will go before their 
respective legislatures, not with banner-waving de- 
nunciations and general charges of un-Americanism, 
but with a few cold, scientific facts, backed up by 
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experts who have made a thorough study of the 
questions involved. 


The Cart Tips Both Ways 


it is interesting to note that all over the world the 
legislative bodies are busy trying to build walls 
invariably in the language “proper protection from 
foreign competition and dumping.” ” 

Advocates as we are for “free hides’ we have yet 
to be convinced as to the necessity of a tariff wal! on 
shoes. The speed of style, the materials and work- 
manship possessed by the American factory is suffi- 
cient protection as years of “free shoes” have demon- 
strated. Somehow we don’t seem able to reconcile 
the huge totals of exports of shoes and leather and the 
small imports of finished shoes and leather. The in- 
crease in imports in the past six or eight months may 
be in large part the return of cancelled goods ~-at 
least there is some indication of it. 

Against “dumping” there is world-wide protesi— 
and it is not the dumping from cheap labor countries 
that is at issue. For instance, a big American trading 
company sent a tremendous consignment of footwear 
into Japan and then advertised for buyers and otliers 
willing to help dispose of this merchandise. This 
news spread with lightning rapidity from Harbin to 
Singapore and caused many buyers to cancel orders 
which they had placed in America and Europe. The 
Orient immediately came to the conclusion that mil- 
lions of pairs of shoes are piled up in American ware- 
houses and that desperate efforts were being made to 
dispose of the shoes at any price. 

Here is another case—the boot and shoe committee 
of the American Chamber of Commerce in London 
called a meeting to hear the facts in a case of where 
one million pairs of American shoes were offered the 
English trade at $1.50 per pair. What would happen 
to legitimate business with England if the local trade 
there asked for an embargo against dumping, on the 
suspicion that the shoes would be sold in the British 
Isles? As a protection the American Chamber of 
Commerce was asked to place itself in readiness to 
ask the United States Government to stop this dump- 
ing if necessary. 

Now in all probability these two lots of shoes are 
still in suspension—dumping is a cart with a (win 
movement—if the stuff is yours and you want to 
dump it in our back yard why we yell and vice-versa. 

A fair look at this subject of tariff should be taken 
—in next week’s issue we will have something to tell of 
the dangers of a tariff on hides to the continuity o! the 
retail shoe merchant’s business. 








The only link in the chain reaching from pt to 
welt that has no right to show a fair profit is the goat 
or steer on whose back the leather grew. Even he 
may have unpublished ideas on the subject. 
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_of four inch stripes decorating a white skirt. 





| | 
| Color in Changing Hues | 
| for Springtime | | 








URNT orange is the novelty dress color. 
Women of fashion have adopted it in pumps 
for dress wear generally with rich fabrics dyed 

in deep tones of henna, first introduced and cham- 

pioned by the “Recorder” in a large way some time 
ago. 

Burnt orange can be safely adopted in suedes at 
once as it harmonizes with henna which will carry 
over well into the Fall and Winter season of 1921-22, 
according to authorities who are now dyeing henna 
shades in the most expensive fabrics for distribution 
next Fall and Winter. 


A Symphony of Colors 


Recently a society belle, noted for her taste in dress, 
appeared attired in a monotone costume of henna. 
Her strapped slippers, dyed in a soft tone of burnt 
orange, were decorated with a bronze buckle posed on 
the instep and having for a background a small ostrich 
feather dyed in a soft tone of henna. She had natural 
dark auburn hair and attracted much attention. 


Leadership of Gray 


The “‘Recorder’s” campaign for gray has developed 
intoa mania. Merchants conducting large stores are 
reordering gray suedes for May and June selling. 
Every up-to-date shoe window features gray oxfords 
and two-strap slippers. Shoe departments featuring 
hosiery report a mania for gray silk and wool hosiery, 
which has displaced all wool hosiery for free selling. 


Black and White Sports Almost Staple 
Combinations of black and white are highly re- 
garded for sport wear and white shoes are considered 
as staple as bread in a bakery. 
Now Watch ‘“‘Green”’ 


Bright green is now assured first place as a sport 


' color for the coming Spring and Summer seasons. 


Paris color authorities first adopted green and the 


_ world follows. 


Manufacturers of ready-to-wear are selling sport 
suits with green featured in the jackets and in the form 








Favored Winter Resorts | 
Reveal New Shades 












Quite naturally -white shoes with green trimmings 
are worn with such a suit generally in the form of tips, 
counters, heels, or in the less obtrusive pipings. 

The manager of a shoe department in a leading 
store who contracted for forty pairs of white sport 
oxfords with green trimmings reports one half of the 
lot taken by enthusiastic women during the opening 
sale. Two-strap slippers in green suede are selling 
equally well. 


Silver Cloth and Brocades—Paris Approves 
Gray and Silver | 


Additional strength is added to the vogue of gray 
by the adoption of silver cloth abroad. At a recent 
reception in Paris, given by a notable and attended 
by dignitaries generally, full costumes of silver cloth 
were worn. 

Stage favorites in Paris are also showing a prefer- 
ence for full costumes made of silver cloth. And for 
stage wear where striking contrasts are permissible 
gray silver cloth is combined in costumes with coral 
pink, an admirable running mate for silver gray, 
which will come prominently forward next Fall and 
Winter. 





Non-Advertisers Heaviest Among 
Business Failures 
(From the Worcester Telegram) 

Eighty-four per cent of the business failures of the 
past year occurred among firms which did not adver- 
tise. 

This is the assertion made by Bradstreet’s Com- 
mercial Agency, which is as unbiassed an-authority as 
can be found in the business world today. 

Bradstreet’s compiled its information from statis- 
tics, not guesswork. 

The importance of advertising as a business ele- 
ment must have been regarded as vital by this great 
commercial agency, else it would not have wasted the 
time of hundreds of trained men throughout the 
nation collecting and tabulating this information. 
Bradstreet’s thus points the way to one of the ele- 
ments of business success. 
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new period of style in footwear. Enthusiasm of the 

trade for the new patterns makes the Spring season 
most interesting period that business has had in many 
years. On this page strap effects are shown upon lasts 
medium in length and fairly standard in fitting features. 
When variety is put in the pattern and leather and the 
basic last are right there is profit to the merchant and com- 
fort and pleasure to the customer. 


‘HERE is something remarkably fascinating in the 


Patent vamp and satin quarter with satin heel. The 
three straps properly spaced over the instep. 


A brown kid slipper in a warmer tone than Havana. 
Three straps in a loop decorated with steel beading. 


A novelty effect in an all white suede calf, the throat 
and strap being in patent leather. 


This brogue sport%oxford_in Russia calf leather will 
sweep; the ordinary brogue oxford into the discard. 
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O one can predict the end of the vogue of straps 
with what follows. Shoe men expertly forecasted 
the passing of satin last September, but lo and be- 

hold! satin remains a city, town and village favorite. 
Many merchants are inclined to decry the Colonial. It 
not only is selling but promises to be a greater favorite‘in 
midsummer. 


Brown suede and brown kid in the same slipper. 
Steel beading around the throat and on the strap. 


A satin Colonial with patent tongue and throat effect. 
Steel beading in beautiful design. 


The French are great believers in the quarter, keeping 
the forepart plain. The inserts on this black_kid slip- 
per are in blue suede. 


Two tones of brown, one in the quarter and vamp, 
the other in the collar foxing and strap. 
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ARIS is first in footwear fashion this year. Remem- 
ber when you examine real French styles illustrated 
so frequently in the “Recorder” that they are custom 

creations. Such effects as the weaving of leather in me- 
dallions on the vamp when done in an American factory is 
a signal tribute to the ability of the American workman. 
Handiwork is coming into its own in fine shoemaking. 


An entire forepart in woven strips of leather, all being 
in brown calfskin. 


We credit Garside of Brooklyn with the cleverest 
weaving of leather on vamps showing “‘everyt hing is 
possible to American ingenuity.” 





The very large tongue has its possibilities. An over- 
lay of leather in fancy design in an all kid boot, the 
triple dots being silver beads. 


The cross strap in patent with binding and foxing 
in the same over a white kid vamp. 
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AABRICS will be coming into the trade following 
suedes, say some of the shoe men who follow the 
cycles of style. Some say that suedes are a trifle 
warm for Summer footwear and that fabrics naturally 
come into vogue. It is time for the merchant to look 90 
to 120 days ahead for the footwear of his midsummer 


selling. 


White slipper of a sabot type with blue kid ornament 
over the throat, with fancy silver beads thereon. 


A Cuban heel with suede sport oxford in great popu- 
larity at Palm Beach. Two shades of field mouse. 


A three-eyelet tie with novelty blucher cut and dip-in 
throat in a fabric shoe for Summer. 


The sabot pump is a real practical number because 
the wide band retains the foot. 
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Are Fitting Methods Correct? 


English Expert Challenges the Use of 
the Fitting Stick---What Is Your Answer? 


FTER setting all the English trade “by its 
heels” on the subject of shoe fitting, Charles 
Henry Baber, “Correct Heel to Ball’’ ex- 
ponent of shoe fitting, breezed into the ‘‘Recorder”’ 
office with a challenge on his lips. His queries were: 

“‘What do you mean by extension?” 

“What is it good for anyway?” 

“Ts the fitting stick of any value or is it so much 
worthless lumber?” 

We heard his story from start to finish and we 
called in an American expert. The editor of the 
“Recorder” acted as referee during a long evening’s 
session and the story that resulted is temporarily 
held up until we get a nation-wide 
response to the challenging letter 
published herewith: 


Here’s the Letter 


To the Editor, 
“Boot and Shoe Recorder,”’ 

Would it be possible for you to get 
the views of your leading retailers in 
regard to how many sizes they allow 
over the draw of the size stick in 
fitting the foot? I am keenly in- 
terested and so far have not been 
able to arrive at anything definite. 
Is there such a thing as a standard? 
Personally I don’t think so, but as 
I’ve just started fitting in England, 
perhaps | may be wrong, especially 
as the American women are said to be 
“the best shod in the world,” whereas 


CHARLES H. BABER 


English Expert Who Challenges 
the Use of the Fitting Stick 





English women have the reputation of having “ugly 
feet.” 

When I decided a few months ago to start fitting in 
London I had to ignore the English 
method. So I started a plan of my 
own, which I see is advocated in your 
booklet on Shoe Fitting—that is, to 
see that the ball of the foot is resting 
on the widest part of the shoe. There 
is no doubt this is the only way to 
allow the shoe to break properly, but 
now comes the trouble. If you take 
the size stick and measure the foot 
how many sizes must one allow? People 
say 4%, 2, 24% and the extreme 3. | 
have had to go even farther and say 
the average is 3144. This. is where I 
may be wrong and should like to know 
what your readers say. Do English 
people require a longer last from heel 
to ball? In my opinion, we are all 
built about the same average. 

(Signed) C. H. Baber. 


The Ideal Practical Shoe Salesman 


Three First Prizes in the Round Table of the Retail Shoe 
Salesmen’s Institute 


Simultaneously with the challenge voiced by C. H. 
Baber this week we are in receipt of the three prize- 
winning papers in the Boston Round Table of the 
Retail Shoe Salesmen’s Institute. The prizes in this 
contest were donated by R. R. Wilkinson, manager 
of the shoe department of Cohen Bros., Jacksonville, 
Fla. “Red” Wilkinson gave these prizes in the 
belief that they would stimulate interest on the part 


of the salesmen not only in outlining the virtues of 
the ideal practical salesman but in living up to them. 
The “Recorder” might well throw open the contest 
to the national body of salesmen “‘at the fitting stool,” 
and if responses are forthcoming in numbers will be 
only too glad to donate a number of prizes as 
a national stimulant for “getting more shoes sold 
right.” 
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He should be well informed on styles, the reason for each style, its fitting qualities 


in relation to different types of feet, and on the design from the point of appearance. Colors 
should be well known in their adaptability to certain styles of costume and effect on other 
wearing apparel. The use for which each shoe is intended should be well known and the 
reasonable wear to be expected if so used. He should keep well up on the style trend, as 
shown by the reports and other information in the trade papers. 


James H. Creed, with Thayer, Mc Neil Co., Boston. 











The following are my ideas of what an “Ideal 
Practical Retail Shoe Salesman”’ should be equipped 
with in order to attain success in his profession. 

He should have a good general knowledge of the 
stock on hand, the location of each line and the 
method of grouping the various styles and materials. 
Also, he should be well acquainted with the prices, 
know the manufacturers, how each shoe is made and 
the materials used in their construction. 


Styles and the Reasons for Them 


He should be well informed on styles, the reason 
for each style, its fitting qualities in relation to dif- 
ferent types of feet, and on the design from the point 
of appearance. Colors should be well known in their 
adaptability to certain styles of costume and effect 
on other wearing apparel. The use for which each 
shoe is intended should be well known and the reason- 
able wear to be expected if so used. He should keep 
well up on the style trend, as shown by the reports 
and other information in the trade papers. 

It is very necessary to have a correct knowledge of 
the anatomy construction, uses and workings of the 
foot, which is a very delicate and intricate piece of 
physical mechanism requiring to be correctly fitted to 
insure balance and permit normal action to be un- 


The ideal practical retail shoe salesman is one who 


fits the feet of his customers. He should understand 
the construction, the leathers and styles of the shoes 
he is selling, so as intelligently to answer all in- 
quiries relative to the wear and comfort of them, 
thereby creating the confidence of the customer in 
him. 


The Ideal Practical Retail Shoe Salesman 


First Prize---James H. Creed, with Thayer, McNeil Company, Boston 





The Ideal Practical Retail Shoe Salesman 


Second Prize---Elmer A. Kuhlen, with Willson’s Shoe Shop, Boston 


hindered. This knowledge is of great value to the 
retail shoe salesman in his capacity as a consulting 
expert on the subject of footwear satisfaction. 


Simplicity—Sincerity—Confidence 


The ideal practical retail shoe salesman should act 
with simplicity, sincerity and confidence to obtain 
the respect, good-will and friendliness of his customers. 
He should be able to use diplomacy in his transactions, 
to greet. customers with a respectful smile and to 
make them feel comfortable and at ease, and to 
fit them properly and satisfactorily without offending 
their pride in reference to style or size. 

Also it should be considered that good health and 
a good personal appearance are desirable to business, 
and never detrimental. 

The things which he should cultivate to attain to 
this ideal are health, sincerity and a knowledge of 
business. First he should study the human foot in 
all its phases. The shoes provided for the fitting of 
the feet should be the next subject of exhaustive 
study. The study of human nature as applied to the 
handling of customers should receive earnest thought 
and study. In conclusion I would say that the retail 
shoe salesman should acquire a deep sense of the re- 
sponsibility resting upon one engaged in his occupation 





He should consider his: work a profession, a service 
to the public, not merely a job at which he is earning 
his living. 

He should have a pleasing personality, greet each 
customer as a friend, make him feel pleased to come 
into his store whether it be for the purpose of buying 
or exchanging shoes. 
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He will think first to please the customer, second the firm he is with, and last himself. 
He should look after his health, keep regular hours, dress neatly, be honest with himself and 
the house, and put the best there is in him in his work. 


Elmer A. Kuhlen, with Willson’s Shoe Shop, Boston. 








Thorough Study Necessary 

The best way to become an ideal practical retail 
shoe salesman is to make a thorough study of your 
stock, by reading trade papers, so as to keep in touch 
with styles and style changes, also by consulting the 
manager as to when and what styles are expected to 
come in. 

The ideal salesman will also make a_ study 
of the human foot, so as to be able to correct some 


fault that has been created by an ill-fitted shoe with 
the proper style. 

He will think first to please the customer, second 
the firm he is with, and last himself. He should look 
after his health, keep regular hours, dress neatly, be 
honest with himself and the house, and put the best 
there is in him in his work. He should feel the same 
as though it were his own stock he was selling, thereby 
creating a thought of his responsibility to the house. 


The Ideal Practical Retail Shoe Salesman 
Third Prize---William L. White, with Jordan Marsh Company, Boston 


First of all a retail shoe salesman must have a 
healthy body. ; 

In having this he must have the right food, plenty 
of fresh air and plenty of sleep. He must learn the 
care of the body 

Before waiting on a customer he must thoroughly 
understand his stock, the location of it, the different 
styles that are in and the styles that are due in. 
Study the prices, also the different fittings of different 
manufacturers. 


The Knack of Being Well Dressed 


Personal appearance: He must know the knack of 
being well dressed. Successful men are well groomed. 
They have clean hands, their nails are clipped and 
kept clean; clean shoes and a clean collar every day. 

Enthusiasm: A_ successful salesman must have 
enthusiasm. He must feel the same way every day 
when he starts to sell; must feel as though it were his 
first day on the job. 

Keeping up steam: If he had a good book yesterday 
he must aim to sell more today. By this I do not 
mean to give less service to the customer. The suc- 
cessful salesman does not give particular thought to 
his book but devotes one hundred per cent of his time 
or himself to serving his customers, letting the book 
take care of itself. 


Customer Is the Boss 


The customer is the boss: When the customer 
approaches the salesman he must always have a 
smile in greeting her, regardless of what experience 


he had with the previous one. The smile will always 
return. 

Courtesy to the customer means that it will help to 
the final sale. Look your customer in the eye and 
convince her that you are at her service. 

Fitting: Never ask what size shoe she wears, 
always measure the foot. Study it before you try to 
fit it. Some feet have a long arch and short toes, 
others will have a short arch and long toes. By 
studying these points you will know just what style 
shoe you have to fit her with. Always try to create a 
desire and gain her confidence. By doing this it will 
be the most important part, not only for the first sale 
but you should have a suggestion for a second sale. 
Show that you are interested in her and the next 
time she wants footwear she will be back to you as the 
salesman who was so kind and courteous. Also try to 
remember her name or take her name and address, 
the style of shoe selected and the size. In a short time 
you will have a good following that will help you and 
the firm you are working for. Treat every customer 
with the same interest as you would your own friends. 


Keep Stock Moving 


Interest of the firm: Keep your stock moving. 
Picture in your mind many dollar bills lying on the 
shelves. Stock turnover is the secret of success in 
conducting a store. This is no small responsibility. 
Knowledge of your stock is essential. 

Co-operation: Today all things are done by teain- 
work. Fellow workers must work together for there 
are times when a customer should be turned over 
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Never ask what size shoe she wears, always measure the foot. 


Study it before you 
try to fit it. Some feet have a long arch and short toes, others will have a short arch and long 
toes.. By studying these points you will know just what style shoe you have to fit her with. 


Always try to create a desire and gain her confidence. 


William L. White, with Jordan Marsh Co., Boston. 








from one salesman to another. When she shows that 
she is dissatisfied with the styles shown her, he should — 
not wait for the last number to be shown, but use 
team work and introduce another salesman and tell 
her that he better understands the stock and will be 
more able to find other styles. By doing this shows 
co-operation. Also help one another at times on 
stock work or looking for odd styles. 

The foot: Learn the different parts of the foot. 
Remember that there are 26 useful bones in it. This 
will mean another talking point and help to gain her 
confidence. 

Study the parts of the shoe, also the kinds of 
leather. At times customers will come in and ques- 
tion the salesman in regard to the leather. 

Business - today is a red-blooded man’s game. 
Success comes to those who know the rules of this 
game. 

Things to remember: Love for your work, sincerity 
with the customer, loyalty to the house, effort toward 
improvements in the quality of service. 





Texas Merchants Fighting Cost Mark 
Legislation 

Houston, Texas, February 7—Cost-mark legisla- 
tion is once more to the fore, this time in Texas. The 
Texas Retail Dry Goods Association is up in arms over 
a cost-marking bill which has been introduced in the 
legislature and is taking prompt action to insure its 
defeat. 

For the purpose of the act, “profiteering” is defined 
as the barter, sale or exchange, or offering for those 
purposes by those engaged in business, of articles pro- 
duced by another, at a price unreasonably above the 
actual cost price to the party selling. 

It is provided that parties engaged in the above acts 
shall be required to endorse on the articles or on tags 
or cards attached to such articles a statement in 
Arabic numerals or in the English language, plainly 
written, printed or stamped, the true, actual cost 
price of the article to the seller. This must not include 
cost of carriage or freight charges or any discount. 

It is further provided that failure to comply with 
this provision shall be prima facie evidence that the 
seller is guilty of profiteering and subject to the penal- 
ties provided in the act. 


Harold C. Keith Succeeds F ather 


Elected President of George E. Keith Company— 
Other Officers Named 


Brockton, February 8—-Harold C. Keith, son of the 
late George E. Keith, was today elected president of 
the George E. Keith Company, and thus becomes one 
of the youngest men in the country to lead a large 
corporation like the local concern. He is 36 years old. 


























HAROLD C. KEITH 


Newly Elected President of the George E. Keith 
Company 


Mr. Keith has been treasurer of the company for 
the past two years, taking that office following the 
death in London of his elder brother, Fidon B. Keith. 

The vice-presidents elected were Myron L. Keith, 
George H. Leach and Oscar C. Davis; Walter E. 
Johnson was elected treasurer; Davis M. Debard and 
O. H. Crowell were named assistant treasurers. 
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The Tariff and Taxation Period Approaches 


Annual Meeting of New England Shoe and Leather 


Association Energetically 


Boston, February 9. 
HE half century of usefulness on the part of the 
New England Shoe and Leather Association 


was marked by the annual meeting at associa-- 


tion headquarters February 9. Fred B. Rice was pre- 
siding officer. The first order of business was the 
reading of a letter from President Harry I. Thayer, 
now in Washington, on the tariff work of the industry. 
His letter was an admirable resume of his five years 
of office within which he had, to use his own words, 
“tried to live co-operation.” And in his retiring he 
left that thought with them as the 

keynote of association effort. 


Period of Ridiculous Legislation 


Secretary T. F. Anderson, after 
outlining the great significance of 
the past year’s work, told of the 
activities along the lines of trans- 
portation, tariff, Cuban moratorium, 
New England publicity, the Annual 
Style Show and the Boston Continu- 
ation School. He pointed out that 
we are entering a period of ridiculous 
legislation and cited the high heel 
bill at the Massachusetts State 
House in evidence thereof. 

The necrology of the year showed 
the passing of George E. Keith, H. B. 
Endicott, Charles H. Bliss, William 
H. L. Odell and Joseph M. Herman. 
Resolutions were read by A. L. 
Rosenbush of the memorial to 
Joseph M. Herman and by Mr. 
Anderson of the memorial to George E. Keith. 


Hide Tariff Fight Reviewed 


Charles H. Jones, made a remarkable address tak- 
ing in the entire history of the fights for free hides 
during the past decade. We report here a few para- 
graphs, leaving until next week’s issue the verbatim 
report. He said: 

“Legislation today is beset with a fervor to tangle 
up prosperity. The tariff fight of 1908-09 was due to 
the fact that senators from the Northwest and cattle 
states thought it was to the farmers’ advantage to 
have a tax on hides. The same identical individuals, 
with one exception, are now in the Senate re-advocat- 
ing a 15 per cent duty. Joined with them are a few 
senators from the Southwest. 


HERBERT T. DRAKE 


Newly Elected President New Eng- 
land Shoe and Leather Association 


Protests Hide Duty 


“We can produce positive arguments and facts to . 
kill the proposition if the merit of the tariff item was 
the only consideration. The absurdity of the propo- 
sition is to be noted in this simple example. The hide 
is a by-product of the animal that is killed for its beef. 
Not over 5 to 8 per cent of the value of the animal is 
in the hide. 

Therefore, a tariff of 15 per cent that affects 
but 6 per cent of the cost of an animal makes it 
an item unworthy of consideration. It doesn’t help 
the farmer at all. 

Would Benefit Big Packers 


“Hides are free in every other 
country in the world. They are 
turned into leather to make up the 
necessity of foot covering as well as 
in straps, bags, etc. The majority 
of the animals killed come through 
the big packers. They would 
benefit to the tune of $7,000,- 
000 to $9,000,000. It would in- 
crease the cost of sole leather and 
upper leather which would be added 
to the cost of shoes from $21,000,000 
to $28,000,000 and if you take other 
lines of industry it would be from 
$40,000,000 to $50,000,000. It is 
vicious legislation in every respect.” 

A. Newell Howes of the Corey 
Leather Company spoke from the 
floor on the tremendous amount of 
special legislation that was being 
developed, not for the common 
good, but for the benefit of a few. 
The election gave to the association the following 


line-up of executives: 


Officers Elected 


President—Herbert T. Drake, Emerson Shoe Com- 
pany, Rockland, Mass; Vice-Presidents—Charles H. 
Jones, Commonwealth Shoe and Leather Company, 
Boston; A.C. Lawrence, A.C. Lawrence Leather Com- 
pany, Boston; Fred B. Rice, Rice & Hutchins, Inc., 
Boston; and ArthurW. Wellington, United States Leath- 
er Company, Boston; Secretary-Treasurer—Thomas I’. 
Anderson, Boston; Directors—Frank C. Allen. 
Creese & Cook Company, Boston; Albert N. Blake, 
Watson Shoe Company, Lynn, Mass.; Charles A. 
Coe, United States Rubber Company, Boston; John 
F. Driscoll, American Hide and Leather Company, 
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Boston; C. Chester Eaton, C. A. Eaton Company, 
3rockton, Mass.; Philip H. Fraher, United Shoe 
Machinery Corporation, Boston; Benjamin W. Fred- 
ericks, Kistler Leather Company, Boston; William 
|’. Fitzgerald, Turner-Tanning Machinery Company, 
Boston; Hervey E. Guptill, Haverhill, Mass.; Owen 
(. Howe, Sands & Leckie, Boston; John S. Kent, Jr., 


_ M.. A. Packard Company, Brockton, Mass.; Herman 


I. Lewis, Haverhill, Mass.; Alexander E. Little, 
\. E. Littke & Company, Lynn, Mass.; Alfred L. 
Lincoln, Edwin Clapp & Son, Inc., East Weymouth, 
\lass.; William J. McGaffee, Thomas G. Plant Com- 
pany, Boston; William H. McCloskey, McElwain, 
Hutchinson & Winch, Boston; Burt W. Rankin, 
'funt-Rankin Leather Company, Boston; Al. A. 
Rosenbush, Al. A. Rosenbush & Company, Boston; 
l'rancis A. Shea, Reece Button Hole Machine Com- 
pany, Boston; Hovey E. Slayton, F. M. Hoyt Shoe 
Company, Manchester, N. H.; Harry I. Thayer, 
Thayer-Foss Company, Boston; A. P. Thompson, 
tlelburn Thompson Company, Salem, Mass.; Irving 
(. Webster, The C. Moench Sons Company, Boston; 
Frank D. Young, John D. Young & Sons Company, 
soston; Louis Ziegel, Ziegel, Eisman & Company, 
Boston; Herbert T. Drake, Rockland, Mass., ex- 
officio; Thomas F. Anderson, Boston, ex-officio. 


Urges Change. in Taxation 

Walter H. Creamer, Mayor of Lynn, spoke of the 
real need of industry for a change in methods of taxa- 
tion and legislation. He said: 

“Keep as much as possible business questions out of 
politics. The average man does not go to a legislative 
body in favor of something for the common good. 
He only appears when interested in something for his 
own good. The habit of the age seems to be the 
applying of legislative poultices on the body politic. 
It is just such cycles of legislative activity that gives 
us alternating chills and fevers, business depressions 
and inflations. 
Taxation is run- 
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It is time to change the order of things, when the 
masg of public is mute and speechless while a small 
part of it makes a whole lot of noise in its own 
behalf.” 

The following resolutions were adopted: 


Tariff Resolution 


Whereas, There is at present pending in the Con- 
gress of the United States a proposal for the revision 
of the tariff, be it 

Resolved, By the New England Shoe and Leather 
Association that this Association strongly requests 
Congress to establish such duties on leather and boots 
and shoes as will give these great American indus- 
tries proper protection from foreign competition and 
dumping, based on any existing difference in labor and 
other costs as between this and other countries, and 
taking into account as long as it shall exist the differ- 
ences in international exchange. And be it further 

Resolved, That our Association emphatically reiter- 
ates its opposition to the placing of any duty on hides, 
for the reason that this would place our tanning indus- 
try, and incidentally our shoe manufacturing indus- 
try, at a very great disadvantage as against countries 
which do not maintain a hide duty, also that such a 
duty would add materially to the cost to the con- 
sumer of his footwear and bring no appreciable ad- 
vantage to anyone, including the American farmer. 
And be it further 

Resolved, That our Association appeals to Congress 
to permit cattle hides to remain upon the free list as 
they have during the past decade. 


Opposed to Cancellations 


Whereas, Our entire business structure is founded 
on the presumption of good faith between buyer and 
seller, the inviolability of contracts and agreements, 
and that the purchaser of merchandise intends to 
retail and pay for the same; and 

Whereas, During 
the past few months 





ning mad. He out- 
lines as his policy 
that it is a fallacy 
to tax capital be- 
cause it is invari- 
ably transferred to 
the consumer. To 
tax privilege would 
compel the use of 
that advantage. 
Cheapen your ma- 
terials and you set 
people to work and 
you increase pop- 
ular consumption 








among a _ certain 
class of merchants 
of the United 
States, a wide- 
spread and regret- 
table departure 
from the observ- 
ance of these fun- 
damental business 
ethics, resulting in 
untold _ financial 
losses, demoraliza- 
tion and unsettle- 
mentinall branches 


there has been, 
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and benefit busi- 
ness and social life. 





The Best “‘Worm-icide”’ 


of industry; and 
(Cont. on page 47) 
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Some Simple Rules. for Cleaning Suede Shoes 


Facts Your Customers Will Want to Know 
In Regard to the Care of Style Footwear 


ITH the vogue of the suede and ooze calf in 
\ \ shades of gray, sand and brown, the question 
of their care arises in the mind of the cus- 
tomer. It is well, therefore, with every sale of suede or 
ooze calf shoes, either to issue printed directions, or 
instruct your salesmen to tell the woman customer 
how she may clean and preserve the beauty of the 
new footwear for what may be considered a reasonable 
term of service. 
A set of general directions are as follows: 
First, thoroughly brush the leather with a wire 
brush. Second, sandpaper lightly to raise the nap. 
Third, clean spots with 


kinds, including those of suede. Suede shoes can he 
cleansed at the shining booth if the stains are simple. 
Serious cases are left for more intense treatment at 
the hands of experts in the repair department. 
White suede shoes and white shoes of other ma- 
terials are also successfully cared for here. It is as 
commonplace a sight to see the customer having a 
pair of white or other colored suede shoes cleaned 
on a woman’s feet as it is to see a pair of black kid 
shoes polished on the feet of the customer. 
Customers have been educated to buying cleansing 
preparations for white shoes, and they can be just 
as easily educated into 
the idea of buying the 





some naphtha prepara- 
tion. Fourth, after the 
shoe has become thor- 
oughly dry, rub in a 
powder. of the shade to 
match the leather, with 
a piece of clean cheese- 
cloth or the finger, using 
a circular motion. 


For Dark Shades 


These rules are to be 
followed with the light 
shades of suede or ooze 
calf. With a dark gray 
or brown suede, after a 
thorough brushing and 


figuring blot. 


cleaning methods. 


Suede CAN Be Cleaned 


Suede leather is more easily soiled, with per- 
haps one exception, than is any other material 
from which footwear is fashioned. 
reason it is logical to expect that women who 
buy suedes, as some few millions of them appar- 
ently will, are apt to return to the store in which 
they bought them with complaint after complaint. 
Grease is absorbed quickly and makes a dis- 
In fact, almost any liquid will 
discolor. Many a complaint, with the possible 
loss of business, can be avoided by educating 
your customers to an appreciation of the proper 


proper cleansers for gray 
and brown suede leath- 
ers. They can also be 
successfully taught how 
to use these cleansers. 

A woman recently 
inquired of the retail 
shoe salesman who had 
sold her a dainty pair 
of patent leather and 
sand suede pumps how 
she could keep them 
looking well. The sales- 
man took her to the 
consulting experts in the 
special shoe cleaning de- 


For that 











a light sandpapering a 
powder is all that is nec- 
essary. On black suede, a good brushing with a wire 
brush will renovate it sufficiently, for quite a period of 
wear, after which a regular dye should be applied, 
and it is better to have the shoes sent to the repair 
department for treatment. 

If a grease spot appears on the shoe, it can be almost 
entirely obliterated by raising the nap a little with 
sandpaper and using a special cleaner, which is 
stronger than naphtha—one in which ether is a 
component part. After cleaning with the ether prepa- 
ration, and before the part being cleaned becomes 
dry, rub in the powder, which absorbs all the grease 
as a rule, and the shoe is practically as good as new. 
It is well to set the shoe aside for about two days for 
drying. 

Special Cleaning Department 


A department in a Boston high-grade exclusive 
shoe store devotes itself to renovating shoes of all 


partment. The woman 
was advised to use a 
little sweet oil every once in a while on the patent 
leather, and was properly advised in regard to keep- 
ing clean the sand-colored suede. She was also ad- 
vised that if she met with any difficulty in the care of 
the dainty shoes to bring them in for special treatment. 


Can Dye Gray Suedes 


In this store customers are likewise reminded that 
after they become tired of a light gray suede, they 
can bring back their shoes to take a dark brown or a 
black shade. 

Instructions should also be given by the retail 
shoe merchant as to the care of silver slippers. A 
salesman was recently overheard making the follow- 
ing remark to one of his women customers, ““! ake 
as good care of your silver shoes as you do of your 
silverware, madam, and you will have no trouble.” 
Almost all merchants sell a special cleaner for silver 
and gold shoes. 
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. merchant. 


The question sometimes arises as to whether naphtha 
or ether shoe cleansers can be carried in stock by the 
The small merchant, or the exclusive 
shoe stores, are not bound by the strict rules that are 
enforced on the very big stores, although as a rule a 
big department store will have excellent facilities for 
properly taking care of such preparations. But there 
are always stores where these cleansing fluids may be 
obtained. 


‘Enough as Good as a Feast”’ 


\ caution to the woman customer which may be 
well given is—do not use too much liquid or powder, 
use enough to accomplish the object and no more. 
And be careful to brush well, but not brush too much, 
and do not sandpaper too much. Do not rub powder 
into the leather when it is wet—this makes the 
Jeather hard and stiff. 

Sometimes, even with the very best of cleaners, 
the careless can ruin a perfectly good pair of shoes. 
A case which recently came to the writer’s attention 
was that of an almost new pair of white suede oxfords, 
which had not been brushed first; the leather had 
been literally soaked with a cleaner, and the powder 
put on before the leather dried—the oxfords certainly 
looked very forlorn and the customer, discouraged at 
first and then very angry, brought the shoes back 
to the merchant and demanded her money. Her 
mind was prejudiced for all time against suede 
leather. 

A stick in a color to match the leather and in 
many varieties is a favorite with the women and 
can be used to touch up the bad spots. The stick 
should be used after the shoes have been cleaned. 
Some women make a successful piece of work with 
the stick—others have better results with a powder— 
especially one containing a little grit. 





Hide Tariff Protested 


Manufacturers Attend Committee Hearing in 


Washington 


Washington, D. C., Feb. 11—A hearing before the 
Ways and Means Committee of the House of Repre- 
sentatives was held at Washington today, upon the 
subject of Tariff Legislation, which will undoubtedly 
occupy the early attention of the new Congress. 

At this hearing the Shoe Manufacturers were repre- 
sented by President Briggs, Messrs. Jones, McElwain, 
Farnum, Kent, Bliss, Creighton, Hazzard, Slayton, 
Baker, Hallahan, Cook, Woodcock, Miller, Holters, 
Selz, Florsheim, Bush, Rand, Kreider, Craddock, 
George Johnson and Walter L. Booth. In selecting 
this committee, President Briggs endeavored to cover 
every section of the country, each appointee repre- 
senting the sentiment of his section. 
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The sentiment of the Convention was expressed in 
the Report of the Committee on Resolutions, as sub- 
mitted by Hon. John S. Kent, Chairman of that 
Committee, as follows: 

The Convention has gone on record as opposed to a 
duty on hides because a tax of this kind upon imports 
would be paid for by the consumer in the increased 
cost of footwear. There are strong reasons why there 
should be a protective duty on shoes as a safeguard 
for American workmen engaged in an industry in 
which labor shares largely in productive costs. In 
consideration of the European situation and the 
necessity of payment of war debts by American im- 
portation of foreign goods, our relations abroad are 
most delicate and call for real statesmanship in 
adjustment. 
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THE TARIFF AND TAXATION PERIOD 
APPROACHES 


(Concluded from page 45) 


Whereas, This country cannot hope to continue 
prosperous and respected unless it maintains through- 
out its whole fabric the highest possible standards of 
commercial honor and integrity and pledges itself, in 
the words of Governor Calvin Coolidge of Massachu- 
setts to ‘‘a renewal of faithful observance of all obliga- 
tions and a realization of the sacredness of contracts’; 
be it therefore 

Resolved, That the New England Shoe and Leather 
Association hereby places itself on record as strongly 
and unalterably opposed to the cancellation or un- 
justifiable return of merchandise on the part of pur- 
chasers, and urges its members to refuse to accept 
such cancellations; and that it is also firmly opposed 
to the pernicious and demoralizing practice of guaran- 
teeing prices; and be it further 

Resolved, That a copy of these resolutions be sent 
to all of the affiliated organizations in our allied shoe - 
and leather trades. 

Boston, 
February 9, 1921. 
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New Juvenile Shoe House 


Chicago, February 8—Arthur F. Henke and A. E. » 
Mossler have a world of faith in the outlook for the 
future of shoe business generally and in the children’s 
shoe business in particular. 

Both of them have for some time been connected 
with the Fargo Keith Company and have now asso- — 
ciated themselves in a new concern which will be 
known as the Henke and Mossler Company. 

They will carry soft soles, first steps, and also ~ 
turns and McKays in children’s shoes. Their whole 
effort will be concentrated on specialized lines of foot- 
wear for the little folks. 















Photo Taken at Banquet of Allied Shoe and Leather Industries of Greater New York 


Allied 


Shoe and Leather Industries of 
Greater New York 


The Biggest Social Function : of the Year 


with 767 in Attendance--- John Slater Honored 


New York, Feb. 6. 

OR the first time in history, all the branches 

of the hide, leather and shoe industry of the 

metropolitan district banded together for a 

night of jollification, gayety and formal and informal 

discussion of their common problems at the dinner 

of the Allied Shoe and Leather Industries of Greater 

New York at the Hotel Astor on the night of February 
3. 

Plans for the dinner had been in progress since late 
last Fall with S. A. McOmber the leading spirit. 
Heretofore it has been the custom of each of the 
five associations represented at the dinner to hold an 
annual gathering. The plan to hold an allied dinner 
this year originated with the Retail Shoe Dealers’ 
Association and the Boot and Shoe Travelers’ As- 
sociation. The Wholesale Shoe League, the Shoe 
Manufacturers’ Board of Trade and the Hide and 
Leather Association were sounded out on the 
proposition with the result that a joint dinner was 


decided upon. 
The fact that 767 New York men all interested in 


ei bh of. the hide, shoe or leather industry 


‘turned out for the event attests to its success. The 

grand ball room of the Hotel Astor was taxed to 

| capacity with the crowd, and at the last minute 
' many extra tables had to be added. 


Patrick Gleason, retired president of the Brooklyn 


’ Manufacturers’ Association, acted as toastmaster and 


introduced the speakers and announced the enter- 
tainment features. The principal address was made 
by Samuel W. Reyburn, president of Lord & Taylor 
and of the Associated Dry Goods Company. The 
feature of the entertainment program was a sketch 
written by “Wally” Weil of W. 8. Weil & Co., Brook- 
lyn, in which Mr. Weil took the leading part. The 
sketch humorously brought out some of the trials and 
tribulations of the shoe trade and struck home at 
some of the foibles of well-known men in the industry. 
The stage was set showing a commercial traveler 
selling shoes—no sales recorded, several cancella- 
tions acknowledged, and a merry bit of banter. 

Among the professionals who added to the enter- 
tainment were the minstrel and Edward H. Ford, a 
professional humorist and after dinner speaker, Le. 
Dockstader and Juliette. 


A Loving Cup for Slater 


During the course of the evening John Slater, who 
recently retired as president of the Retail Shoe De:'- 
ers’ Association was presented with a silver loving 
cup as a token of the appreciation of his work ‘1 
behalf of the local shoe industry. Mr. Slater w is 
visibly overcome by the honor, but rose to t'¢ 
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oceasion and expressed his thanks in a few well chosen 
words. 

In his address Mr. Reyburn facetiously chided the 
shoe trade for some of its shortcomings. After re- 
viewing some of the history of the shoe trade from 
ancient times to the present, he said: 

‘Now that the war is over and we return to normal 
production, we must not forget that reputations are 
built upon quality. 

“There must be tremendous efforts on the part of 
all classes concerned to reduce prices as quickly as 
vossible to a reasonable level. One of the causes ‘of 
high prices at the present time is the high cost of 
labor. This should gradually be readjusted as prices 
of other commodities readjust themselves. There 
should be no effort to deprive the laboring class of 
their just dues, nor should there be, through fear or 
otherwise, any weakness in permitting them to hold 
prices on an artificial level. And we industrial 
leaders should constantly bear in mind that every 
human heart wants sympathy and appreciation, and 
by giving just a little of these, you will get increased 
loyalty and increased efficiency on the part of our 
fellow workers, even in those cases where wages have 
to be reduced. 


Responsibility of Service to Public 

“So it is crystal 
clear, td us here to- 
night at least, that 
the boot and shoe 
industry is one on 
which the very life 
of civilization de- 
pends, and ever will 
depend, or, we might 
say, stands with both 
feet, and that we who 
are charged with its 
maintenance bear 
the high responsibil- 
ity of carrying the 
world and its very 
life on its forward 
march upon our 
product. And as 
every slipper, boot 
and shoe _ points 
ahead, I am _ sure 
that they point the 
way to a_ larger 
recognition by the 
public of the worth- 
iness and impor- 
tance of the work 
you men are doing, 
and I am sure if 
each of you will 
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WE ACCLAIM THE NEW DEAN 


The morning after the Allied Trades Banquet in New York we cornered 
John Slater in his mezzanine “‘buying room,” had the photographer set off 
a viciously large flash powder and so it became possible to feature in this 
issue the reigning ‘ dean of the retail shoe industry. He is such a modest this 
worker in the fields of merchant fellowship that we consider this picture a 
“Recorder” achievement. Since the retirement of Andy McGowin the 

Deanship rests with our friend John, 


realize more clearly the very distinguished and 
important part you are to play through. your 
share in your industry, in the continuation of life, 
liberty and the pursuit of happiness by everyone, 
you will so conduct your affairs as to place your 
business day by day on a more solid and enduring 
basis. 

“Also, by living up to the opportunities and 
responsibilities of your industry, you will find your- 
self growing in stature and profitable service to your 
fellow man.” 

Much of the success of the dinner was due to the 
untiring efforts of the following committee, which 
arranged the details and carried them through: 

John Slater, chairman; Maurice Miller, Daniel T. 
Merritt, Justus J.. Latteman, A. J. Worsdell, A. E. 
Oldaker, Jesse Adler, Louis M. Taylor, Theodore 
Cramer, Ralph E. Hallock and S. A. McOmber. 





To Discuss Commerce Restoration 


Washington, February 8—‘‘The Restoration of the 
World’s Commerce” will be the general subject taken 
up at the first annual meeting of the International 
Chamber of Commerce in London during the week 
beginning June 27. Announcing the subject and the 
date today, the 
American section of 
the International 
Chamber let it be 
known that a large 
American  attend- 
ance is looked for. 





A Shoe in a 
Box 


A window dresser 
made a box, about 
2 feet by 4 feet, 
covered it with dis- 
play material, and 
set it on a pedestal 
in the middle of his 
store window. He 
put a strong incan- 
descent lamp in the 
box, and it acted 
like a spot light. It 
seemed a’ success- 
ful means for at- 
tracting particular 
attention to one 
special shoe. Yet 
display man 
put a new shoe in 
the box each day. 


‘ 
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Cincinnati, February 7. 

HE annual election of 

the Cincinnati Shoe 

and Leather ; Club 
was held last Saturday, Feb- 
ruary 5, after two weeks of 
the most active campaign- 
ing the membership has ever 
experienced. 

A revival of interest in the 
future welfare of the club 
was shown by the enthusi- 
asm of each individual and 
by the unprecedented num- 
ber taking an active part in 
the campaign. A _ greater 
number of ballots was cast 
this time than at any other 
club election. The vote 


Saturday exceeded that of Newly Elected President 


last year by more than 
eighty. Thirty-nine new 
members were admitted to the club at the meeting 
held just before the opening of the voting booth. 


Red Ticket Wins 


The election resulted in a worthy showing for the 
Red Ticket and its campaign committee. W. T. 
Dickerson, vice-president of The P. Sullivan Com- 
pany, won the presidency. E. F. Perry was made 
vice-president; J. R. Schuler, treasurer; E. E. Fur- 
stenau, secretary; E. Peck, governor for two years; 
and Will F. Cochran, governor for one year. 

The selection of Mr. Dickerson for president, with 
the other officers who also stand for his platform, 
means the indorsement of certain changes in the 
operation of the club. These changes are designed to 
make that organization one that is truly representa- 
tive of the shoe and leather industry, and one that is 
a dominating factor in the civic life of the Queen City. 


New Platform to Be Worked Out 


The platform of the new president stands for the 
co-ordination of the strength of the various other shoe 
organizations in this city with that of the Shoe and 
Leather Club; and for the harmonious co-operation 
of all in the solution of the problems of 1921. It pro- 
vides for a new plan of financing the club, advocating 
the issue of shares of stock to be purchased by the 
members. It stands for a closer adherence to club 
rules as made by the Board of Governors. 


AND SHOE 


Bigger and Better Cincinnati Club Is Planned 


Shoe and Leather Association Elects Officers | 
and Embarks on Ambitious Program of Expansion 




















W. T. DICKERSON 


of Cincinnati Shoe and 
Leather Club 
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During the past adminis- 
tration, headed by Charles 
L. Rupp, the club has made 
healthy strides. More than 
one hundred new members 
were admitted, and _ the 
treasury at Mr. Rupp’s re- 
‘tirement was more than 
two thousand dollars riche: 
than at the end of the pre- 
vious administration. 

In appreciation of his un- 
tiring efforts the members of 
the club presented Mr. 
Rupp with a handsome gold 
watch, immediately after 
the announcement of the 
election results. 


The X-Ray Reveals 


There is a whole lot of 
merit in getting inside in- 
formation on the fitting values of footwear. The 
startling thing that appeared in the Model Shoe Store 
in Milwaukee was the number of shoe men who were 
short fitted. By all the arts of the trade, what does 
this mean? Can it be that we should offer the advice, 
“Physician, cure thyself>”’ For it so appears after an 
examination of many merchants’ feet by X-ray. 
We will not say a word about the women whose feet 
showed such horrible shoe fitting. The “Recorder” 
has often made the statement that the fitting of shoes 
was not 25 per cent perfect from an anatomic view 
point. A whole lot might be said about lasts them- 
selves. What is there that has brought about this 
wave of short fitting in shoe stores? - Is it due to the 
fact that sizes and widths carried in stock are in- 
adequate? Is it due to the fact that in a clearance 
and liquidation period the only item of interest to the 
merchant in the sale is the disposal of a pair of shoes: 
And is it likewise true that the only interest on the 
pert of the consumer is in the price? Before long the 
industry may be facing State laws making it obliga- 
tory for the merchant to give correct fit in footwear. 
There is a whole budget of errors needing attention 
in the early months of 1921 and way up at the head 0! 
the list is that of short fitting. 








Price and value are the two poles of the commerci:'! 
current. When they cease to compensate a shor! 
circuit is not far off. 
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Joint Committee to Attack High Heel Legislation 


Merchants and Manufacturers to Appear Before 


State Law-makers---Next Convention Discussed 


Boston, February 10. 


: HAT might be characterized as a_ bitter 
\ attack on the Osteopathic Society for father- 


ing a bill now pending before the Massachu- 


setts legislature limiting to one and one-half inches 
the height of heels on women’s shoes; plus a discus- 
sion of tentative plans for the next convention of the 
N.S. R.A., featured the monthly meeting of the 
Massachusetts Retail Shoe Merchants’ Association 
heli last evening in the Boston Shoe Trades’ 
Club. 

The fact that bills similar to that of the Massachu- 
setts osteopaths are now pending before the law-making 
bodies of nineteen states was emphasized and an- 
nouncement was made by President J. J. Buckley of a 
committee named to appear next Monday before the 
committee to which the local bill has been referred. 


To Co-operate with Manufacturers 


This committee consists of Harold McNeil as chair- 
man, I. B. Howe, C. W. Spencer, M. E. Tucker, F. A. 
Staiger and Henry E, Hagan. These men will co- 
operate with a committee named at yesterday’s meet- 
ing of the New England Shoe and Leather Association 
consisting of Hollis B. Scates, Emerson Shoe Com- 
pany; Frank R. Maxwell, Thomas G. Plant Com- 
pany; Charles H. Cross, Regal Shoe Company; 
L. H. Downes, Charles K. Fox, Inc.; and A. N. Blake, 
Watson Shoe Company. Campaign plans were formu- 
lated at a joint meeting of these committees held 
today. 

Plans for Next Convention 


The second feature of the meeting—in the nature of 
a report by W. W. Willson—revealed that already 
tentative plans for the next National convention are 
well under way. While not officially decided, it is 
practically a certainty that Atlantic City will be the 
place selected. Plans worked out to date include the 
use of one of the big piers for displays, of one of the 
theaters for convention sessions and of still another 
pier for the style show. Entertainment features will 
be minimized and no such extravagant display com- 
petition, as that which developed at Milwaukee, will 
be permitted, according to Mr. Willson. The exhibi- 
tion pier will be closed to merchants during sessions 
of the convention, thus insuring a better attendance 
and a better frame of mind on the part of those who 
attend. A style show, according to present plans, will 
be held the second and third evenings of the conven- 
tion and to this style show will be invited the public, 


or as much of the public as happens to be in Atlantic 
City at that time. 

Reports on the Milwaukee convention were made 
by Mr. Willson, Mr. Hagan and Percy E. Thayer, and 
Mr. Howe reported on the work of the Welfare com- 
mittee in adjusting with retail salesmen the question 
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NEXT—In -Legislation 


of hours of work and other difficulties which ‘11 - 
arisen. C. W. Pollock, a member of the Boston Retail 
Shoe Salesmen’s Association, spoke briefly on the 
aims of his association and of his hope that its 
members would have the co-operation of the 
merchants. 

Open Forum Discussion 


The meeting ended with an open forum discussion 
of styles, prices and general conditions in the shoe trade. 
It seemed to be the opinion of many that the 
public, particularly the women, will gladly pay higher 
prices for style footwear than they have been paying 


in the immediate past and that people with fixed 
(Continued on page 48d) 
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Shoes for the Nation’s White House 


President-Elect Harding Wears a 10C---. 
Of Mrs. Harding’s Size, No Information 


4 \ 7HEN a new administration is about to estab- 
lish headquarters at our National Capitol, 
the American public immediately begins to 
get curious as to the wearing apparel of the President 
and his immediate family. For this occasion, footwear 
honors are divided between the East and the West. 
For instance, we learn that President-Elect Harding 
has been measured for a pair of made-in-Brockton 
shoes. These measurements were made by Harry T. 
Baldwin, representing Thompson Bros. Shoe Com- 
pany, previous to Mr. Harding’s departure for the 
South. Notwithstanding difficulties in the way, Mr. 
Baldwin succeeded in getting a twenty-minute inter- 
view with the President-Elect of the United States. 
He utilized that time by taking the outlines of Mr. 
Harding’s foot on tracing paper. The new President 
wears a 10 C shoe. , 

The order is for a full dress patent leathery, cloth top, 
button pattern. The shoes are sesadill ton factory 
going through the works, and will be shipped to the 
White House with the compliments of Thompson 
Bros. Shoe Company. 


Shoes for the First Lady 

Mrs. Harding placed her orders for shoes with 
Ohio retail shoe stores, one in Columbus, the F. & R. 
Lazarus & Co., and one in Marion. F. & R. Lazarus 
& Co. ordered Mrs. Harding’s shoes through Boyd- 
Welsh Company, St. Louis. Mrs. Harding has been 
wearing the Boyd-Welsh shoes for some time. Mary 
L. Roberts of the F. & R. Lazarus & Company did the 
fitting and the ordering of the three pairs of low shoes 
for our first lady. Miss Roberts’ letter was addressed 
to E. B. Stitt, and read in part as follows: 


* **Make These Masterpieces”’ 

“TI know that you will appreciate the importance of 
having these masterpieces. We are sending the order 
to you because Mrs. Harding particularly likes the 
arch fitting of your shoes. The plain satin and plain 
silver cloth pumps will need a slight increaser at the 
base of the instep, as her foot is short and very highly 
arched. Don’t make this too large, just enough to 
prevent cutting at this point. Will you give these 
your personal supervision and see that the very best 
of material and workmanship possible enter into their 
construction. Do not use any plates in the heels and 
use your best judgment about the kind of Louis heels 
to use, because we do not want them to break.” 


Of Black Satin and Silver 
A description of the shoes, as contained in the order 
blank which accompanied this letter, was as follows: 


‘White House use. 


One pair of black French satin side seam pum)s, 
one pair of black French satin oxfords, with silk 
worked eyelets, and one pair of silver cloth pumps. 
These shoes have already been shipped to the F. & R. 
Lazarus Company. Tom H. Siebert, merchandise 
man for thé F. & R. Lazarus Company, and presid-nt 
of the Ohio Valley Retail Shoe Dealers’ Associati»n, 
called at the Boyd-Welsh factory the last of January 
and advised that his firm has just received word from 
Mrs. Harding that she wished the shoes forwardec to 
her at once. 

Haverhill Also in the Game 


Charles K. Fox, Inc., Haverhill, made and shipped 
two pairs of made-in-Haverhill shoes to Mrs. Warren 
G. Harding, on order of the John Stoll Shoe Company, 
retail shoe merchants of Marion, Ohio. One pair is of 
white washable kid and the other of dull black mat 
kid, with full Louis heels. Wives of other officials in 
the United States Government have worn “Fox Foot- 
ery,” and the order for Mrs. Harding adds another 
to ‘the list. 

The letter from the John Stoll Shoe Company read 
as follows: “‘Please make at once the two single pair 
orders, same as on enclosed order slip. Please make 
every effort to have these just right, as they are for 
We hope to have more of the ‘Fox 
Footery’ gracing the President’s home in the next 
four years.” 

Shoes for Second Lady 

The second lady of the land, Mrs. Calvin Coolidge, 
is having her shoe wardrobe brightened up with style 
creations from the factory of V. K. & A. H. Thomas, 
Lynn. The set ordered consists of kid shoes for house 
and street wear, suede and satin strap, and plain 
pumps for dress. 





JOINT COMMITTEE TO ATTACK HIGH HEEL 
LEGISLATION 
(Concluded from page 48c) 


incomes, who withdrew from the consumer market 
during the war, will come back into the stores for 
merchandise in increasing numbers from now ou. 

It was decided that Mr. Willson should attend the 
convention of the Maine merchants, and that Mr. 
Hagan should attend the meeting of the Vermont 
merchants, on February 22 and 23 respectively, and 
endeavor to work up sentiment looking toward a 
closer co-operation of all the New England associa- 
tions, if not to an amalgamation into one big, power 


ful body. 











Watch Your oo 


We know no reason why the shrinking Mary 
Garden should not make a successful opera 
manager. While she can sing acceptably, is 
willing to let the patrons of the house see a good 


deal of her and has a touch of the artistic tem-. 


perament, Mary is not rash and she is said to be 
chilly and Scotch. Sort of Scotch and soda. | 


Strange as it may appear in this year 1921 the 
American people are still wearing boots and shoes; 
and as they are likely to persist in this peculiar 
habit it will mean that, some men, probably shoe- 
workers, will have to turn to and make shoes 
for them. Without appearing to be too optimis- 
tic we venture to say shoe factories will be open 
and running and men have work and : wages 
pretty soon. It is time to cheer up. 

* * * +” 


Strong men are reported to be acquiring jags 
from bottles of perfume in Chicago. Hereafter 
when you invite a friend to step into your cellar, 
“Say it with flowers.” 

~ * * * 

The waters of New York: appear to be as 
dangerous and homicidal as alcohol, judging 
by the killings made by several Prohibition 
agents down that way. The truly good seem to 
be quicker on the trigger than the corkscrew. 
Blood is thinner than water in New York. 

* * * * 


“I notice since the war,” said Puffer, “that 
while the price of domestic cigars is a trifle 
higher the quality of them is very sensibly im- 
proved. Can you explain it?’ 

“That’s easy,” smiled Duffer. ‘The price of 
smokable vegetables is so high today that manu- 
facturers are compelled to make cigars from 
tobacco. If you want your old-time smell and 
flavor you have got to order a boiled dinner.” 

vw @& Ss 


John 'W. Steel, the original Coal Oil Johnny, 
whose nickname and extravagance became a 
synonym for what used to be termed a “‘dead- 
game sport,” a wine-opener, and money burner, 
was the real old Prodigal Son. Instead of living 
on husks and coming home to the old man for 
veal cutlets, a bath, clean clothes and a job, as 
Prodigal Number One did, Johnny became a 
station agent out in the prairies of Nebraska 
and died of pneumonia. From petroleum and 
prodigality to poverty and pneumonia is a long 
trail; but Johnny set the pace for generations of 
fools with long purses and longer ears. 


There are two things in American civilization 
that give a plain man a pain in the back: Winter 
baseball, base bawl, played in the columns of 
more or less free Press; and the sayings, salaries 
and sentiments of the fairies of Los Angeles, who 


- are called the heroines of the Films and the Stars 


of the Movies, who but recently were usefully 
employed yelling ‘“‘What number,” and mani- 
curing fingernails. 
* « * = 

A dead statesman with a national reputation 
was recently honored by a 50 ton monument over 
his grave. One of his living opponents said, 
“You can’t keep a good man down; but evi- 
dently they are making a try to prevent our 
friend getting up, even when Gabriel calls.” 


Jones is not popular with his girl’s father and 
his courtship is as painful as humiliating. Some- 
body asked him if he went to the New Year’s 
dance with her. “‘No” said Jones sadly. “I did 
not. I went to her house. Then the Old Man 
tripped his light fantastic toe and I went to a 
drugstore for consolation and liniment.” 


*s ¢+ * #8 


A man who served all through the war in the 
army of the United States has been refused ad- 
mission to America by the emigration officers 
because he can’t read and write. Ain’t we getting 
fussy? Those who wish to fight and die for the 
Republic are not expected to belong to the 
Authors’ Club; those who come to work for it 
after fighting and suffering must have a diploma. 
A majority of the Twelve Apostles were illiterate. 
Most of the Pilgrim Fathers couldn’t write their 
names; and only a few of the boarders in the 
Charlestown State Prison are unable to read and 
write. Hurrah for education! The Pen is 
mightier than the Sword on Ellis Island. 


Alexander Graham Bell has a new telephone 
invention. Hope it is a profanity-proof arrange- 
ment. A girl with a smile and a nice tempera- 
ment, who makes connections and never finds 
the line busy. 

* * * + 

Never wish a friend ‘“‘a happy New Year” 
until about the first week in February. By that 
time his old year’s bills are paid, his grouch has 
subsided, he begins to glimpse the end of Winter, 
and has made up his mind that he may be happy 
yet. Then come on with your wishes. 
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The One Hundred Per Cent Club—National Cash Register Salesmen 


Acquire Optimism---But Back It Up with Sound 


Business 


“4 E are optimistic, but we are going to back 
\ \ up that optimism with safe, sound, business 
judgment.” 

This statement was made by J. H. Barringer, first 
vice-president of The National Cash Register Com- 
pany, in a talk at the convention of the Hundred Per- 
cent Club of that organization held recently in Day- 
ton, Ohio. More than 800 sales representatives from 
every big town and city in the United States and 
Canada were in attendance. 

“Things are getting back to normal,” continued 
Mr. Barringer, “‘and now is the time to plan for the 
future and go forward. Good hard work is needed 
to bring about better business. The strength of this 
organization is in meeting conditions as we have 
always met them—with confidence and courage.” 


Fundamental Conditions Sound 


B. C. Forbes, editor of Forbes Magazine, and finan- 
cial writer of national prominence, gave an interesting 
talk on business conditions. “Almost every funda- 
mental condition in this country is making for sound, 
healthy, solid prosperity,’’ he declared. “Whereas 
one year ago things looked pretty black, now one can 
look ahead and enunciate a message of optimism and 
encouragement. 


Judgment 


“The readjustment is steadily going on. It has 
been completed pretty thoroughly in many lines. 
Certain staples have not completed readjustment, but 
we have turned the corner in many basic things.” 


Cheaper Money Predicted 


Mr. Forbes predicted that money will very shortly 
get cheaper, and that ninety per cent of our financial 
and industrial troubles have passed. 

That the business outlook is bright was the opinion 
of Dr. E. J. Edwards, well-known financial writer, 
whose articles appear daily in many newspapers 
throughout the country under the name of “Holland.” 

“There is not one element in the United States 
today which points to permanent depression,” he 
stated. “The dawn of a new day is at hand. A nor- 
mal prosperity will be enjoyed by all in the Spring 
months. 

No Real Stagnation 


“You cannot have such stupendous crops as ‘hose 
produced in this nation, and have real stagnation,” 
he continued. ‘Look to the future with confidence.” 

The convention was called to study the problems of 
merchants, and how to meet them. Conside: able 
time was devoted to discussions on store systems and 
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service to merchants. Representatives from several 
large stores were present, and told of systems used in 
their establishments, and the results obtained. Many 
yaluable things were learned at the meetings that will 
enable the salesmen to be of greater service to mer- 
chants than ever before. Two new models of cash 
registers were also announced. 


Better Business in 1921 


C. E. Steffey, general salesmanager, declared that 
“the changing conditions which we have been passing 
through are like an acid test. We will be all the better 
for having passed through them. Business in 1921 
will be better than it was in 1920. All that is neces- 
sary is to be on the job earlier, work longer, and 
produce more.” 

Although John H. Patterson, president of the com- 
pany, was in Europe studying conditions, his ideals 
and methods were in evidence throughout the week. 
This was the first important meeting of sales repre- 
sentatives that Mr. Patterson has missed. However, 
the following cablegram was received from him, and 
read to the convention at the final session: 


Cablegram From Mr. Patterson 


“The world’s business is in trouble. Some nations 
cannot sell their surplus of agriculture, industries, and 
minerals. Other nations greatly need them. Plenty 
of idle ships to carry them. Millions of people out of 
employment. Nations are still spending money for 
war like drunken sailors. The world’s business has no 
directing head. It needs an association of nations 
whose object is to do good to all people; to stop war 
and fight with brains, not with bullets; to stop bol- 
shevism; to extend international credit; to prevent 
disease. Civilization is at stake. Wake up America, 
before it is too late!” 

F. B. Patterson, third vice-president and secretary 
of the company, enthused his hearers by stating his 
father’s ideas and policies would always be carried out. 
He urged the convention members to take for them- 
selves the motto, “I will not faill!’’ 


Bootblack as a Lesson 


One of the greatest object lessons of the entire week 
was given when J. H. Barringer -used the company’s 
bootblack to distinctly emphasize a big selling idea. 

Several salesmen had complained it was impossible 
to secure their quota of business from their territories 
—that they needed new ones. Then Mr. Barringer 
leaped to the stage. 

“T'm going to stop this convention to get a shoe 
shine,” he shouted. ‘Call in the bootblack.” 


Pointing the Moral 


Every one gasped in astonishment. It had previ- 
ously been stated that the convention was costing the 
company $250 per minute. 
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When the busy little shine artist had finished his 
work, Barringer told the story of three bootblacks. 
Two of them had been hired before the present man 
came on the job. They failed to make the $4.00 per 
day guaranteed by the company. 

“But this bootblack,”’ he continued, “with no more 
prospective customers than the others had, with no 
more territory to cover, makes more sales—and earns 
three times as much money as the others did. 

“Gentlemen,” he concluded, “‘it’s not the territory 
that counts—it’s the man!” 


The Bridge to Prosperity 


All present realized the significance of the incident, 
and agreed that while the shine cost in the neighbor- 
hood of $1250, it was worth many, many times what 
it cost. 

The meetings were unusual, in that all ideas were 
dramatized and presented in the form of plays and 
pageants. President John H. Patterson has always 
been an earnest advocate of teaching through the eye. 
The most spectacular feature was reserved for the 
close of the convention. When the curtain on the 
stage rolled back for the last time, the stage setting 
showed a stream representing the readjustment 
period. rears, 

“How are we going to get across in 1921)” asked 
Mr. Barringer. 


Good Year in 1921 


“T’ll show you how,” replied F. B. Patterson as he 
leaped to the stage and pulled a lever. Immediately 
the leaves of a draw-span bridge were lowered, the 
bridge representing the things learned at the conven- 
tion. As the two sections met. pandemonium reigned. 
A great wave of salesmen surged forward singing 
“We're Going Over,” and headed by officers of the 
company, crossed the bridge in a final triumphant 
pageant. 

The spectacular ending emphasized the fact that 
the country has passed over the reconstruction period, 
that sound conditions are here, and that 1921 will bea 
surprisingly good year for business. 





Repair Trade Holds Up Well 


A surprisingly large volume of business has come 
to the repair trade this Winter. The weather has been 
amazingly favorable, the mild, pleasant Winter 
bringing many people out of doors without rubbers 
on their feet. So they have worn away their leather 
soles, and have sent their worn shoes to the repair 
shop to be re-soled. A year ago the weather being 
cold and stormy, a great many were wearing rubbers, 
and few old shoes were mended, and the repair trade 
was very quiet. But this year, the repair trade was 
pretty near its peak, the first of the year, and had good 
prospects ahead. 
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We Face the Future Full of Confidence 


Message to the Industry by J. P. Orr, 
National Shoe Retailers’ Association President 


a E have just closed the greatest annual con- 
\ vention in our career. The Milwaukee 
meeting will go down in history, not only 
as the greatest trade gathering ever held, but in 
demonstrating as never before the value of organiza- 
tion and visualizing for the vast body of retailers 
assembled, through the wonderful display of the man- 
ufacturers, the perfection which the making of shoes 
has attained in America. 

“To the local committee of Milwaukee retailers, 
ably assisted by their allied crafts, the profound 
thanks of our organization are due. I cannot refrain 
from extending special honorable mention to A. B. 
Caspari, who for the past year has devoted practically 


his whole time to the project and whose only compen- 
sation is the consciousness of duty well done and the: 
warm place he has earned in the heart of every mem- 
ber of our association. 

“The outstanding feature of the meeting was opti- 
mism—a feeling fully concurred in by ourselves and 
kindred industries. We came away convinced that 
the worst of our troubles are over; that deflation has 
run its course; that the existing standard of values will 
obtain through the present season, and that orders 
can now be placed safely with the assurance that 
prices will be no lower, and that the retailer, who has 
not made his purchases for Spring, should do so as. 
quickly as possible.” 
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Atmosphere of Comfort and an Invitation to 
Smoke Make This a Popular Store 


Bootery, Evansville, Indiana, recently held an 

official opening of his new, exclusive men’s 
shop. This is located in the lobby‘of the Intermediate 
Building, at Third and Main Streets, where large 
numbers of men daily congregate. The portion of the 
lobby occupied by the shop has been attractively 
fitted up, and with the shoes right at hand, a quick 
service is given to customers. The atmosphere is one 
of comfort. 

The shoe store is fifty feet from the corner of Third 
and Main Street, on Third Street. A business center. 
A sign above the canopy can be plainly viewed from 
Main Street. When a man enters the lobby of the 
Intermediate Building, the store stands out promi- 
nently, as it is situated just inside the big doors of the 
building, and is open to the view of all passing in and 
out of the building. Besides this, a full view of the 
store may be had from the sidewalk. 


| toohees KAPLAN, proprietor of Kaplan’s 


The color scheme of the store, which applies to 
woodwork and valances, is light oak, tan and green; 
the cartons are in gray. The merchandise displayed 
are Regals in tan and black calf and kid, English 
straight last. The floor is covered with a brown wilton 
rug. There are four wicker chairs and two wicker 
fitting stools. 

Kaplan’s Bootery operates on a strictly cash basis. 
Edward Kaplan, proprietor, and one salesman look 
after the business. Careful attention is given to the 
mailing list. Every man’s name, address, and the 
date that the purchase is made are carefully recorded. 

One of the features of the store is the installation 
of a smoking stand. This is an innovation which it is 
thought will prove very popular. 

The lighting system is well arranged. A brascolite 
occupies the center of the store; there are two lights 
at the top of the windows and four smaller ones 
in the windows. 
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THE GARDENS OF ST. LOUIS FROM A NEW VIEWPOINT 


So Successful Was This Picture in Portraying the Magnitude of a Market as Well as an Auditorium That 
We Show It Anew—Taken at Milwaukee 





Nintiinees Wouination the Best for Shoe 


Store Windows 


when uniformly illuminated and for this reason 
uniformity of distribution of light throughout the 
show window is to be sought after. This does not mean 
that all shadows should be eliminated, for if this con- 
dition existed, the display would appear flat and would 
have very little contrast. Natural shadows are to be 
advocated, inasmuch as they are restful to the eye. and 
aid in exhibiting the goods to the best advantage. 
Light distribution may be controlled through the 
placement and number of lighting units. Of a given 
combined rating the greater the number of units the 
more uniform will be the light distribution upon the 
display. There are, of course, physical limitations 
to the number of lights which can be mounted in a 
given space. Further, there is a practical limit be- 
yond which the net gain in uniformity of distribution 
derived from installing the lighting units would be 
more than offset by the increased cost. Therefore, 
reasoning from an economic standpoint, we find that 


pager ingacr'< can be shown off to best advantage 


best results may be secured by so placing a sufficient 
number of units that the light area produced by them 
will overlap each other. The exact spacing will vary 
with the window dimensions, the design of reflectors 
and the type of lamp employed. 

Many windows are finished with backs or sides 
with built-in mirrors or plain glass and sometimes 
polished wood trim. Highly finished surfaces such 
as are presented by these materials cause back re- 
flection from the light sources which is very dis- 
agreeable to the observer. In such cases it is neces- 
sary to prevent this by the proper use of shields on 
the reflectors. In window lighting, to confine the 
light to any area other than within the window 
itself is tending to defeat the purpose of the 
lighting system. Windows which have a glass panel 
above the window backing, for the purpose of allow- 
ing daylight to enter the store, should be provided 
with a harmonizing drapery which may be drawn into 
place at night in order to avoid reflection from the glass. 
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‘Constant Comfort 


Americas Best Comfort Shoe 
In Stock Styles -Ready to Ship 


Have You Enough Sizes 
To Insure Correct Fitting? 


The merchant who keeps his sizes filled on staple 
shoes is the one who is building business while 
the other fellow is standing still. 














These four “Constant Comfort” styles are priced 
on the lowest ebb of the leather market. 


They are but four from over fifty that are car- 
ried in stock so that your shelves may be ready 


for business. Order today! 
No. 28 


No. 28—Black Kid Blucher, 11-8 Rub- 
ber Heel. 

No.25—Same Shoe with Circular Vamp 
and Foxing. Both In Stock. B, a D. 


No. 68 No. 87 No. 52 


No. 68—Black Kid Oxford, 11-8 Rub- No. 87—Black Kid Two Strap Sandal. No. 52—Best Quality Black Kid Ox- 
nd Heel. In Stock. B, C, D, E. Price...$2.50 ford, 13-8 Heel. 

69—Same Shoe with Stock Tip. No. 50—Same Shoe with Plain Toe. 
Both In Stock B, C, D, E. Price, Both In Stock. A, B, C, D. Prige, 


Ault-Williamson Shoe Co. 


Manufacturers _ : 
Auburn acessories sme ~—C Maine 
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NEW YORK For Beauty 
CHICAGO For Service 
For Value 
sell “‘Black Diamond’’ 
CINCINNATI Expresses the 
ROCHESTER Last Word Among 
Patent Leathers 
PHILADELPHIA 





















A. C. Lawrenceh 
161 South StreetpBc 













‘Lawrence Leathers Are Reliable Leathers’’ 


3LACK DIAMON D- 


Chrome Patent 
















he Bright “Gem” Among Shiny Leathers 





BLACK DIAMOND carries with it the pres- 
tige of the A.C. Lawrence Leather Company. 
We have done everything possible to see that our | 
reputation as producers of reliable leathers is fully | 
sustained by our patent leather. | 






Black Diamond is the outcome of long, expert 
study and a determination to produce a leather 
which would express maximum intrinsic value. 





Indications point strongly to the return of popular- 
ity and use of patent leather. 





In ordering shiny shoes specify Black Diamond 
Chrome Patent to insure satisfactory appearance 
and service to your customers. 














eLeather Company 


tBoston, Mass. 
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FOR MERCHANTS 


who know 





No. 802 


In-Stock 
m3 


per pair 
for 
at once - 
delivery 
—#- 


SEND FOR 
IN-STOCK 
BOOKLET 











to the best 


te lasts that a 
Made over up-to-date peat te oie 


coal | fine fitting patterns, in 


real values: 


KO- REC. -TOE 


TRADE mA ARK, 


RES. US. PAT. OFF 








J 





A Real Shoe to Retail at $5.00 


Goodyear Welt Process 
Misses—12-2 sizes, B, C, D widths. 


Toppie (63 inch) pattern. 

Full grain mahogany calf. 

Full length vamp with cap toe. 
High grade trimmings and linings. 
Fast color eyelets. 

Heavy solid leather innersoles. 
Grain sole leather counters. 

All solid leather heels. 

Heavy special top pieces. 

Prime scoured oak bend soles. 


— ORDERS FILLED PROMPTLY — 


The L. D. Stickles Shoe Co. 


(MANUFACTURERS) 
RED WING, MINN. 





























OH 
HOWHITE 


JOHNSY 


ons 


WHITE BAG. Ay 
SHOE CLEANER ie 





























* “OH HOWhite 


REG. Y.S. PAT. OFFICE 





An Instant Cleaner for White Footwear 


A neat ket ws Baer itself epee presentation. Contains 
no liquid to epill ideal accessory for the traveling kit—takes 
up little aad Son soil anything. 

“OH” HOWHITE is put up in attractive packages, ready for dis- 
a Ae Ngan receipt. Get ene om your counter teduy and watch 


In Stock for delivery NOW. Samples and Prices to jobbers on 


request. 


Edw.HJohnson Mf§.@ 
115 Washington St. Trenton, N.J. 








NEW YORK 
35 W. 32nd St. 


Many Progressive 
Retailers 


Charge their show win- 
dows for so much over- 
head. 


Isn’t this a good idea? 


The value of a well-dressed 
window—as a_ business 
puller—pays a good return 
on its cost. 


The window with over- 
head charged against it 
you will find soon becomes 
an asset.” 


You need our catalogs 


HUGH LYONS & CO. 
‘Make Buyers Out of Passersby” 
LANSING, MICH. 


Salesroom CHICAGO 
234 S. Franklin St. 





naan 
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| DO YOU INTEND TO SELL 
a | SHOES THIS SPRING? 


Strange question to ask. Well, 
perhaps it is strange, but when 
you stop and count the days 
to Easter, it becomes. a seri- 
ous problem—that is, if you 
haven't yet got in your sup- 
ply of Spring shoes. 
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Lindner representatives are 
still prepared to show you 
Lindner Sport Models for 
Spring. 

















i 
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Better act today! 





} 
































LINDNER SHOE COMPANY. 
CARLISLE, PA. 


HILADELPHIA NEW YORK CITY 
9 Chestnut Street Marbridge Bidg., Room 454 


LOS ANGELES 
Angelus Hotel 


























BOSTON 
183 Essex Street 
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“‘Hubtip” “‘No Metal Tip”’ 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS & REPEAT ORDERS 


‘‘Hubtips’’ are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
27 im........ ee = Per Gro. Strings . 
36 Imensveses esses. 7 6 ‘6 
PN ivetsésnctasee sé “6 
Ms sc cchemdcde ot Ao “6 “6 
BP MR cccches ounce eee. “6 
ME Bhcscctel ive tssa ane “6 
fF eee rer lk 66 “ 





* SPECIAL ASSORTMENTS SUPPLIED——PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 




















JADE. OU ee 8 OC 


No. 111612 


(Iron Cast) 
STANDARD SIZES AND FINISHES 


SCORES HIGHEST ON SPORTS SHOES 


Let’s talk “brass tacks.” Sales records prove 
No. 1116% Buckles to be universally popular for 
sports footwear and bought consistently by prom- 
inent manufacturers. 

In design, material and finish they express our 
best efforts, and embody the experience of years of 
— manufacturing applied directly to modern 
nee 


a? 
ae ite 
eee ITIT 


PITT 


Samples free upon request. 
yon NORTH & JUDD 


SALES OFFICES 
NEW YORK MANUFACTURING CO. 


aanaaienn NEW BRITAIN 


SAN FRANCISCO 
ST. LOUIS CONNECTICUT 








$ HARDWARE 
Veseussnansesensansauescaeacent . TIPU LLAPEEE Ee et 


PRODUCTS 
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M-C McKAYS 








OMEN customers are hard Moreover, the distinct touches 
to please. The difficult of M-C top-grade workmanship 
secure the sale. May we sug- 
gest that you make the test 
yourself. Buyers now in the 


problem of pleasing them is one 
which M-C-McKays solve with 


. In point of price the we Bs 
v7. P P y vicinity of Boston are invited 
please, for the customer expects to our 72 Lincoln St. office. The 
to pay more for snappy, well- complete M-C line is there open 
made footwear. to inspection. 


MITCHELL-CAUNT CO. 


BOSTON OFFICE 72 LINCOLN ST. 
FACTORY LYNN, MASS. 
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IN STOCK 


FORD NOVELTY STRAP 
EFFECTS 
For Immediate 
Shipment 


463—Mat Goat, Welt Ciesitation Turn Sole), 
22 fn 18-8 Leather Louis Heel , Pearl es - ~ Bae  —F et Gat Hel” ne fest, 18-8 Cov. 


— 
a 














We offer two styles that 
Sizes and Widths we believe you will appre- 


ciate. ana 


Demand is now far exceed- . Net 30 Days 
ing production. Better or- 
der now. 


C. P. FORD & CO., Mfrs., Rochester, N. Y. 


NEW YORK OFFICE, 127 Duane Street. E. H. TALBOT and JACK GALWAY. 
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| Spring Time Is Near 
BAREFOOT SANDALS 


and 


PLAY SHOES 


Will Be in Demand 


IN STOCK 


for Immediate 
Shipment 


LOW PRICED—To meet the 


—No Tacks trend to economy 


—No Nails 
Button and 


DURABLE—To meet the need for service 


Note the 
New Prices 


We Have a Complete Stock— 
Rightly Priced 


Write for Details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 


OULU U Le enninine nnn retin eo liiitias 


TRUITT BROS., Inc. 
BINGHAMTON NEW YORK 
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--to retail at $7” 


GOES made under the qual- 
ity standards that year by 
year have made LA FRANCE 


Now shoes increasingly solid with 


in American women. 


Stock 


OXFORDS 
PUMPS 
SAILORS 


in 


-you can buy them at $522 


_and in selling them, not only 
make a good profit but also so- 
lidify your trade’s appreciation 


oor of the shoe service you stand for. 


CANVAS 


Williams, Clark & Co. 


Women’s Welts 
Exclusively 


Lynn he Bee ae ee ae Mass. 


: 


SOLUS LL@ LPL PLOT @H HL PLL PLU POLL er Terni | 


wiincin 


: 
| 
| 
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| 





64 BOOT AND SHOE RECORDER Feb. 12, 192] 
E ieee ee re iat 


GROVER 


Soft Shoes for Tender Feet 


TURNS AND WELTS 
Styles for House and Street 


STANDARD FOR 55 YEARS IN COMFORT SHOES FOR WOMEN 


J. J. Grover’s Sons Company 


Lynn, Massachusetts 


BOSTON SALESROOMS NEW YORK SALESROOMS 
183 Essex St. 47 W. 34th St. 


TUVALU HOGUII CHAU GAANOAAUAPAOAEAGOAOOUCEOUEOOESOOHOAOODUAODAOAAEOHAGOIOOASOOOAOUEEOOOOAAOEOMUEISL 


ST UUM UU MUI MMMM MULTUM 




















FULL BROGUE CORDOVAN 
BAL WITH RUBBER DOUB- 
LER, ON THE;/HAGUE LAST. 























ie. ES No. 426C-BA 
_— ——- », > om Square ties, B. A. wad 
¢ ins. 
Puendeed Jeetts 18 ins. high, heights, 12 foe. and 18 ins. 
Two 


Standard %x _ ins. 
= nes Soe heights, 9 ins. and 15 ins. 


J. R. PALMENBERG’S SONS, Inc. POOLE & JOHNSTON 


NEW YORK CHICAGO 
63-65 W. 36th St. 204 W. Jackson Bivd. 


BOSTON BALTIMORE BROCKTON, M \SS_ 
26 Kingston St. 108 W. Baltimore St. : 
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Color R 


The popular 
: ep t fou 
C/pring 1 


pin e footwear 


BOSTON 


Se 


Representatives 


‘| HBALTENDERFER | AJ.8J.R.COOK | 
Philadelphia. San Francisco 
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The Madeleine 
Model 


Wonderful Shoes 


for 


Wonderful Girls 
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The white season is starting and you should 
see a sample of this beautiful leather—a 
genuine soft hairskin cabretta,|full chrome 
tanned, washable and durable. Also gray 
and brown suede cabretta. 


For women’s high grade boots, pumps and 
slippers. 


Smooth finish calf leather in black and the popular 
brown and mahogany shades. Side leather, black 
and colors, kid, glove and patent side leathers. 


All are Thistle Brand Leathers. 


J. A. MacDonald Leather Co. 
21 Lincoln Street, Boston, Mass. 
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Shoes 
That 


Stay 
Sold 





Shoes that come back hurt the Retailer. Shoes that 
STAY SOLD not only sell themselves, but build up 
good will in the Community. 

DAYTON’S SHOES stay sold because they are built 


ot shod keshift. Th 
Sictady hah coh oo Gn de ee Meck tbeioches” 


Honest shoes made honestly for fifty years will help your business. 
Thasve Dayton Salesman near you. Write or wire us to have 


For Instance: 

Stock No. 719—Lotus 
Army Blucher. Heavy Oak 
Bottom, Goodyear Welt, 


we Tongue, Munson ' , 
Sorensen Shoe Stores, Inc., St. Paul, Minn. 


1.£. DAYTON ©o. Don’t Turn Away Customers For Lack of Seating Space 


American Interlocking Chairs enable you to seat from 25 to 50 per 


WILLIAMS- cent more people than the four post type of chair. This means 
PORT, PA. more sales and a corresponding reduction in overhead. 


Our little booklet, “The Shoe Store Beau- 
tiful,” tells the complete story. Write for it. 


AMERICAN SEATING (OMPANY 


1016 Lytton Bldg., Chicago. Room 601, 119 W. 40th St., New Yor 
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The Beauty of the Toe 


— keep it there with a — 


VULCO-UNIT 
BOX TOE 


Sold only by 


BECKWITH MANUFACTURING CO. 


108 Lincoln Street, Boston, Mass. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Lil. St. Louis, Mo. Cincinnati, Ohio 
































How You Can Profit 
From This Campaign 


“U.S.”” Rubber Footwear is advertised 
in national jand state farm papers and 
in hundreds of newspapers, covering 
every farming community in the United 
States. This campaign is creating 
greater demand than ever for the “U.S.” 
line. It will help build new trade and 
more profits for your!store if you carry 
the kind of ‘‘U.S.”’ Footwear the farmer 
needs. 


United States Rubber Company 
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Rubber EF olen 


The Market Situation - Prices and 
Style Information - Trade Notes 


W eather Affects Rubber Business 


The Mild Winter Retards Movement of 
Retail Stocks 


Tlie general weather conditions this 
Winier have not been very favorable 
for rubber footwear. The past week 
brightened: things up a bit, with its 
snowfall, ice and mud, and retail sales 
were stimulated. A few more weeks of 
real good Winter weather would have 
a wonderful effect upon conditions. 

The retail merchant evidently does 
not wish to tie up his money in goods 
for which he thinks there will be no 
immediate need, and is inclined to 
believe that the general consumption 
of rubber footwear will be less than 
normal. The retail merchant does 
not seem to realize that the average 
consumption of rubber footwear does 
not vary very much in the course of a 
year. If people do not need rubbers 
in the early Winter, they need them 
in the late Winter or early Spring, if 
they do not need overshoes very badly 
this Winter, they will next Winter. It 
will be remembered that February and 
March, 1920, were very severe months. 


Big Canvas Season 


All predictions point to the fact 
that the canvas shoe, trimmed or un- 
trimmed, is going to be a volume seller, 
for the coming Summer season promises 
to be a big white one. Men and women, 
especially the latter, will wear white 
suits, white hats and white shoes, 
wherever and whenever possible. 

And as to price on canvas footwear, 
it should be remembered that prices 
are still more .attractive than similar 
shoes in leather, and while they have 
been reduced on an average of 10 per 
cent, no further drop is anticipated, 
nor can it be expected until labor costs 
drop. In a very few instances mills 
report that a cut in wages has been 
made, but the majority show no re- 
duction in labor costs and the average 
mill is not figuring on reduced labor 


costs this year. Of course, the general 

lowering of wages generally is inevitable 

at some future time. It looks to a keen 

observer of the situation that orders for 

canvas shoes will come in late, and 

that thére will be a wild scramble to 
e 








A Flexible Sole. Sport Oxford, with 

White Duck Upper, White Corrugated 

Sole, Pneumatic Heel, Red Sport 

trimming. One of the New Spring 
and Summer Favorites 








get the necessary stocks for the late 
Spring and Summer demand of the 
public. 


Heels and Soles Boom 


One of the results to which the low 
price of crude rubber has contributed in 
large measure is a boom in rubber heels 
and fiber soles. For a time it looked as 
though the peak of popularity in rubber- 
soled leather footwear had passed. 
The present season, however, has wit- 
nessed a renewed demand for these 


TITITINITHTTE 
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goods, and judging from the announce- 
ments of shoe manufacturers featuring 
tubber heels and composite soles for 
both men and women, all indications 
point to their use during the coming 
year on a larger scale than ever. At 
present prices higher grade rubbers 
can be used. 

Meanwhile the public has been won 
to the comfort of walking on resilient 
footwear and will give greater con- 
sideration to this quality in the future. 
Rubber companies generally report a 
largely increased demand both from 
manufacturers and retailers. 


A Repair Vulcanizer 


A device of interest to the progres- 
sive shoe repairer is a vulcanizer for 
the repair of rubber footwear, inner 
tubes, hot-water bottles, etc. It opens 
up a profitable field for the vulcanizer 
or retail merchant operating his own 
repair shop when regular business is 
dull. 

The vulcanizing table consists of a 
series of molds on a hot plate, the size 
of which is 32 by 17 inches. The molds 
are designed to conform to the different 
shapes taken by the various angles of a 
boot or shoe, permitting the repair to 
be made no matter where the rip, tear 
or worn out spot may be. The vulcan- 
izing is done on the outside, as no boot 
lasts or other inside contrivances are 
used. It is claimed that this outfit 
will resole, reheel and put patches on 
the edges, sides, back of the heel, or 
instep. 

In addition it will repair tennis shoes 
or any sort of a rubber article. 

The vulcanizing table is mounted on 
strong legs and there is a steam boiler. 
The gasoline force-feed burner is at- 
tached to the boiler. The gasoline 
supply tank is equipped with gage, 
hand pump and necessary connecting 
hose. The boiler can be arranged to use 
gas, or, wherever steam is available, 
the vulcanizer is sold without the 
boiler. 

From 60 to 65 pounds of steam are 
required for vulcanizing. The average 
job requires from 15 to 20 minutes. 
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CLOSING OUT 


MEN’S GOODYEAR WELT 
South Shore Shoes 


HALF A MILLION DOLLARS’ WORTH 
MADE IN HOLBROOK (BROCKTON DISTRICT) 
AND IN OUR LITTLETON, N. H., FACTORY 


Prices way below cost and replacement value; 


ALL LEATHERS 
RELIABLE GOODS 


Lasts Include all Latest English Types as well as wider toes and are here in 
all widths (AA to E)—all sizes—small as size 5—large as size 15. 


High Shoes—Low Shoes—All Good Shoes 


Samples and prices sent on request. 
If you are a “Quantity Buyer ’come and see us, we will interest you. 








Fiske Shoe & Leather Co. 


717-719 ATLANTIC AVE., BOSTON — 
Phone Beach 6023 
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Seven to fourteen jobs can be ac- 
commodated on the table at the same 


time. 


CONDITIONS OF MARKET QUIET 
Offerings and Demand Were Light 


There were no pronounced develop- 
ments in the rubber market at the end 
of last week. Few sellers of plantation 
grades in any position appeared and the 
prices named by them were too much 
above the limits of such buyers as 
manifested any interest to admit of 
business. There is more or less demand 
for grades other than standard, but the 
amount of trading in these is not of 
great importance. 

The market for diamond ribbed 
smoked sheets closed dull with prices 
nominally unchanged at 1734c on the 
spot, 17¢c for February arrival, 17}4c 
for March, 2014c for April-June and 
24c for July-December. with the usua! 
premium on first latex pale crepe. 
Paras and Centrals remained dull and 
nominal. Quotations: 

Para—Up-river, fine......... 
Up-river, coarse 

Island, fine 

Island, coarse 

Caucho ball, upper........... 
Caucho ball, lower........... 


Plantation—First latex, pale 

ONE bi) oid anins-a dic. com hisses 
Brown crepe, thin, clean......15 @.. 
Brown crepe, rolled .........124%@.. 
Smoked ribbed sheets........1734@.. 
Centrals—Corinto...........13 @l14 
Esmeralda 13 @14 
Guayule, wet 20 @22 
Balata, block, Ciudad 70 @.. 
Balata, block, Panama.......47 @4 
Balata, sheet .............+..%2 @80 


Scrap Rubber 


There has been no change for the 
better and nothing in the outlook 
encourages the hope for an early 
improvement in demand or prices. 
Boots and shoes............- 
Arctics, trimmed 
Arctics, untrimmed.......... 
Tires—Automobile 
Bicycles, pneumatic 
Hose, steam, fire 
Inner tubes, No. 1 ..... 

Inner tubes, No. 2 .. 
Mexican—scrap 


©eeo28eeee 
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RUBBER EDUCATION 


One of the interesting things about 
selling rubber shoes, Henry J. Callahan, 
of the Salem Rubber Company, Salem, 
Mass., told the local Rotary Club is the 
questions the children. ask about rub- 
bers. Scholars preparing compositions 
come into the’ store and ask about 
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rubber in general, and in particular 
about the rubbers on their feet, or the 
rubber soled shoes, either. 

It is no wonder says Mr. Callahan, 
that rubber is an interesting subject of 
study, for it is a most interesting ma- 
terial, and it is used in most every 
industry. Indeed, business would come 
to a stop were supplies of rubber cut 
off. 

Booklet for Children 


The United States Rubber Company, 
through its educational department, 
has been spreading the story of rubber 





A PROSPEROUS 1921 


Says M. M. Converse of Con- 
verse Rubber Shoe Co. 


“While it is a fact that in 
many industries there is at the 
present time a slacking up in the 
demand for goods, it is not due 
to conditions that should cause 
apprehension. Instead, it is quite 
the reverse. The present situation 
means a liquidation’ of surplus 
stocks that the manufacturer, 
the wholesaler, and the retailer 
have all felt obliged to carry for 
the past three years to overcome 
the shortage of merchandise and 
the lack of transportation facili- 
ties, thereby enabling them to 
serve their customers. This 
created an abnormal situation, 
and abnormal situations are al- 
ways dangerous. 

“However, everything is now 
working back to normal, and this 
means a healthy situation in 1921. 
We should see during the year 
the stabilization of industry that 
has been freely predicted and 
that has been inevitable since the 
beginning of abnormal times. I 
believe 1921 will be one of the 
most prosperous years in the 
history of the country.” 











throughout the United States. <A 
booklet issued by the company tells 
in a popular way the story of the dis- 
covery of rubber by Columbus, the 
methods of gathering it, its develop- 
ment as the result of Goodyear’s dis- 
covery of the process of vulcanization 
down to the present day when its uses 
are almost universal. The story is 
told in a manner to interest children 
and is written by John Martin, Editor of 
“John Martin’s Book.” 

It is profusely illustrated with pen 
sketches which attract and hold the 
interest. 

A page at the back of the book'is 


13 


devoted to a list of questions on rub- 
ber which give a complete review of 
the contents, while space is given for 
the listing of articles made of rubber. 


Plan of Distribution 


According to census estimates, there 
are enrolled in the United States 22,- 
000,000 school children in the grammar 
grades. Most of these children are in 
the junior grades, and a large percentage 
of this number will naturally. drop out of 
school before completing the course. 
It was determined to place a booklet 
in the hands of children of the fourth to 
the seventh grades only, in which ages 
range from nine to thirteen years. 

At the end of last May there were 
orders on hand for 1,167,238 booklets, 
or more than 11 times the size of the 
original edition. 

The demand for books was not con- 
fined to the United States alone but 
many requests came from our foreign 
possessions. Orders from the Philip- 
pines alone totaled 34,560. 


Essays and a Pageant 


The appreciation of the efforts of 
the United States Rubber Company 
to educate the public through the 
school children has been nation-wide. 
A flood of complimentary letters has 
been received from all sources, pri- 
marily from school superintendents, 
teachers and the children themselves. 
In some schools the children wrote 
essays on the value of rubber in present 
day life. In one school a pageant was 
given to illustrate the discovery and 
development of rubber. One enthu- 
siast worked out a boy scout game in 
which the story of rubber was the 
principal part. ; 

Some very remarkable essays on the 
history of rubber have been sent in 
to the educational department from 
Mobile, Alabama. These essays were 
written by children of the sixth gram- 
mar grade, and some of them are il- 
lustrated in pen and ink or colors. 
The theme of most of the essays is a 
convention of rubber articles in which 
definite rubber products take an active 
part, telling a part of the story of the 
discovery and development of rubber. 
This convention was organized by the 
head of the English Department of 
Mobile in the sixth grade of every 


‘ school in the city. 


Hood Promoting Thrift 


Frederic C. Hood, treasurer of the 
Hood Rubber Company, Watertown, 
is one of the directors of the newly 
organized Association for the Promotion 
and Protection of Savings, Inc., for 
helping employes to learn and practice 

(Continued on page 77) 
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PRITTITOVUO Tl 


Pollyanna Chickeade 


GENUINE GOODYEAR WELTS 


2519 Chocolate Lace Oxford 2523 Patent Lace Oxford 
2525 Gun Metal Lace Oxford 


8-1 $2.75 9 1%-2 $3.25 


MEAS Waser Ce. 
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EXCLUSIVE MAKERS OF BEST SHOES FOR BOYS, GIRLS AND THE BABIES 


SEND YOUR ORDERS TO\THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO _ YORK, & Y. 


312 W. Monroe St. 
ST. LOUIS, MO. PITTSBURGH, # PA. 
1408 23 Penn 51 North Third S 


Washington Ave. 
FACTORIES 
Annville Middletown Lebanon No. 2 
Elizabethtown 


Lebanon No. I Palm 
PENNSYLVANIA 


a ana NANANAVAVAVAY, 


- 
NNN NN ONIN NN ONIN CNN AINA AGNINIANIANIAN NINA CNN LIN LN 


I 


Gil! 
hi 
| 
C4 

|| 
| 
§ | 
: | 


— 
—- 
J 
=— 
—F 
4 
= 
— 
=— 
— 
= 
— 
—< 
— 
— 
a 
— 
— 
a 
— 
— 
— 
— 
—— 
— 
— 
—s 
a 
—s 
— 
— 
—— 
—— 
— 
= 
— 
— 
— 
— 
—s 
— 
— 
— 
—— 
_— 
— 
— 
— 
— 
— 
— 
— 
—- 
_— 
= 
a 
— 
2 
= 
—— 
— 
a 
— 
— 
—— 
— 


AAA AAT AT ATA ATAVA TATA TA CA 


[NAN ANAVATATATAVA VATA VA VATA VAVATAVAUAWAW AW AWE 


ie 






o UP e& 2a. 2a ma eS eS lel ee 


See ecteetrscrt®wee2geaene sea mo 


soos 


TM 


= 


The Lei 


We 


Gray Suede the Feature 


Demand Greater Than Supply on Suede Calf 
for Immediate Delivery—Improvement in 
Other Upper Leather Lines—Market 
Firmer Than a Few Weeks Ago 


Activity in the leather market the 
past week has been confined principally 
to light upper leathers and especially 
gray suede and such leathers as go into 
women’s novelty pumps and slippers. 
The demand came in a rush for this 
cass of goods with the exception of 
getting shoes by Easter, but it is well 
known that this is very short notice on 
which to take orders for shoes for Easter 
delivery. Only a few of them could get 
through at best. The after Easter trade, 
however, usually shows an increasing 
call for the same kind of goods. 

A freak of the season has been the 
continued use of footwear by women 
formerly considered only usable in the 
summer months. It is now a custom, 
however, for many women to wear a 
light pump or slipper, and if it snows or 
the going is bad to slip on a pair of over- 
shoes. Trade was bad enough before, 
but this tendency wipes out the boot 
season entirely for a certain class of 
trade. The owners of many pairs of 
shoes may have boots as well as slippers 
or proper footwear for all purposes, but 
the fashion followers of more limited 
means in following style only take what 
they can afford, and in this case the 
boot is eliminated. 

All these features react on the leather 
market, and while purchasing on the 
whole has shown a considerable im- 
provement since the first of the year, 
the buying is by no means normal. 


Calf Leather 


There has been a good demand for 
gray suede calf in women’s low shoes. 
There has also been a shortage of such 
leather and shoe manufacturers are 
taking ooze goat and cabretta when they 


cannot get calf. There has also been a 
fair call dor black and brown. There 
was also a call for snuffed calf in colors 
for shoes at a lower price. The market 
is firmer on full grain colored calf, the 
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quotations ranging from 40c to 50c per 
foot for the standard makes. Shoe 
buyers should not judge too much by 
the quotations on Chicago raw calfskins 
inasmuch as raw light calfskins adapta- 
ble for suede finishes or light Russia calf 
have recently sold at a cost of about 
double per pound that which is quoted 
for Chicago City raw calfskins. The 
finer grades of calf leather require a 
special calfskin of the very best quality. 
The best ooze calf is held up as high as 
70c per’ foot and ranges downward, 
according to quality and tannage, as low 
as 30c to 45c per foot for the cheapest. 
A good grade of smooth finish calf in 








Comparative Leather Prices 
While there is no standard of leather quotations today in view of the wide range 
and absence of active trading, we give herewith a list of prices of reported sa'es as 
compared with ruling quotations of a year ago: 


Upper Leathers (Price per foot) 


i CEOS COE LETT TORII FEE 


Calfskin (colors) 
Calfskin (black) 
Glazed kid (colors, best quality) 


Glazed kid (medium, black and colors). . 
Glazed kid (cheap to medium) .. ERE ae ee 


Side leather (colored) .. 
Side leather (black) 
Side leather (elk) 


Feb. 9, 1921 

$0.60 @$0.70 
.40@ 
.35@ 
.65@ 
40@ 
—@ 
i.25@ 
—@ 
—@ 
.45@ 
.40@ 


Feb. 9, 1920 
$1.25 @$1.35 
1.20@ 1.30 
1.00@ 1.20 
1.25@ 1.40 
—@ 1.00 
18@ .55 
55@ .85 
50@ .75 
55@ .75 
.85@ 1.05 
.90@ 1.00 


Sole Leather (Price per pound) 


Hemlock, No. 1. 


Hemlock asanede. (mid) ae a MOEN, ae ee Fy einer a 


Union steers 
Oak No. 1, bends 
Oak No. 1, backs 


$0.38@ 
.34@ 
-53@ 
60@ 
50@ 


$0.56 @$0.57 
54@ .55 
84@ .85 
.95@ 1.05 
82@ .84 


Raw Hides and Skins (Price per pound) 


Native steers, as used in sole leather, harness, etc... 


Heavy Texas steers, for sole leather 


Light native cows, for side upper leather.......... 


Branded cows, for light sole leather 


No. 1 buffs, for heavy upper and side leatber 
No. 1 Chicago City calfskins, for fine calf leather. . 


Kips, for upper leather 


B. A. hides, for hemlock sole leather.............. 


$0.40@$0.41 $0.15@$0.16 

—@ .13@ 

—@ . 11@ 

—@ . —@ 
.30@ .09@ 
.60@ -10@ 
40@ .08@ 
—@ —@ 
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LATEST COLONIAL 


HAVE IT MADE UP AS YOU'D LIKE 
IT IN GRAY SUEDE, RUSSIA CALF, 
BROWN KID, WHITE KID OR 
WHITE POLAR CLOTH 


A BEAUTY IN ANY MATERIAL 


Orders are being booked now for April Ist to 15th delivery. If 
your order is not already in, do not delay sending it forward. 
This shoe is your big bet for early summer selling. Has the 
style that attracts trade and the shoemaking that holds it. A 
turn? Certainly! We specialize on turns; that’s how we make 
“every shoe a business builder.” 





HOPKINS & ELLIS 
HAVERHILL, MASS. 


BOSTON OFFICE, 108 LINCOLN STREET 
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black and colors can be obtained from 
35c to 50c per foot. There are some 
cheaper grades on the market. 


Side Leather 


The sale of full grain in good tannages 
is on a wider range, and as shoe manu- 
facturing is resumed on a larger scale 
excellent demand may be expected for 
the best grades of side leather. Side 
leathers are always staple and in de- 
mand on anything like normal activity 
in this country, and the new finishes 
which have been brought out in recent 
years are so attractive that the shoes 
are not only durable but resemble calf 
closely. Full] grain chrome colored side 
leather of the standard tannages is 
quoted all the way from 25c to 40c per 
foot. Combination and barked tanned 
sides are quoted at from 15c to 30c. 
These prices are very low, particularly 
as compared with a year ago, and it is a 
serious question if the upper leather 
being placed on the market today could 
be replaced at the same figures. The 
continued delay on the part of shoe pur- 
chasers may find that an advantage has 
been lost in the matter of basic material 
costs. 

Glazed Kid 


Colors are in best call but blacks are 
receiving more attention than for some 
time past. The general buying of 
glazed kid is averaging larger each week. 
Raw stock has advanced of late and 
glazed kid tanners are not willing to 
take large orders at present prices on 
long time delivery. Colors are being 


quoted at 65c. to 70c per foot for best 
grades, 45c to 60c for medium and 25c 
to 40c for poorer grades. The range of 
kid prices is so wide that standard quo- 
tations are impossible. Tanners, how- 
ever, have firmer ideas of price than a 
few weeks ago, and the bargains are 
impossible which could have been 
picked up before the first of the year. 
All of this shows a stronger tendency in 
the market. The demand for raw India 
goatskins has been lacking from Ameri- 
can buyers. Glazed kid salesmen state 
that shoe factories are becoming busier, 
running longer time and with more help, 
but not at full capacity. 


Patent Leather 

There is a little more trading, but the 
patent leather market has been inactive 
for months. It seems now that the shoe 
manufacturers are likely to use more 
patent leather during this year. With 
the improvement in foreign trade there 
will also be a better export demand. 
There is not much contest as to price, 
but for full grain chrome patent sides 
the quotation generally heard is 45c to 
50c for the top grade, 40c for the me- 
dium and 35c for a lower grade. Snuffed 
patent can be secured at lower prices. 


Sheep Leather 

There has been some improvement in 
the call for the different kinds of sheep 
leather, especially for ooze sheep in 
colors, which are quoted at 26c to 30c 
per foot for top grades, 18c to 24c for 
medium and 12c to 16c for the cheaper 
selections. 


Sole Leather Situation 


The sole leather market is enjoying 
the improvement experienced in the 
upper leather division. Shoe manufac- 
turers are placing longer contracts, and 
as shoe factories become busier it means 
a continued larger purchasing of sole 
leather as buyers have been taking sole 
leather close to their needs. The market 
has assumed a firmer tone, and while it 
is hardly on a replacement value there 
is little expectation of securing lower 
prices. There have been some rather 
low prices made on hemlock for a clean- 
up sale, although first grade hemlock is 
still quoted at 38c per pound. Prime 
union bends are quoted as high as 65¢ 
and union backs 60c per pound down- 
ward according to quality. The best 
oak bends are quoted at 85c and even 
90c per pound with sole cutters’ oak 
bends 60c to 85c and oak backs 45c to 
55¢ per pound. 





RUBBER FOOTWEAR 

(Concluded from page 73) 
the principles of thrifty living, syste- 
matic saving and wise investment. 
The Associated Industries of Massa- 
chusetts has been the prime mover of 
the organization. Membership is open 
to individuals, firms, corporations and 
associations, all of whom are entitled 
to the use of films, slides and literature 
for plant meetings of employes and 
material for shop publications, all of an 
educational character regarding savings 
and investments prepared by the 
Association. 
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“H. A. MEYER SHOE CO., MONROE & WABASH AVE., CHICAGO” 


Above is shown a window which was decorated 


with our line of 


CLASSIC WINDOW DISPLAY FIXTURES 


YOUR window is both YOUR introduction to the public, and 
YOUR invitation to the passer-by to enter and examine 
YOUR shoes. 


This display demonstrates the greater appeal of a neat, attractively 
trimmed window 


Send for Catalog Today 


DECORATORS SUPPLY CO. 


Archer Ave. and Leo St. 
CHICAGO, ILL. 





Largest Manufacturers in the World of Window Trimming Fixtures 














Feb. 12, 1921 


mmr 


4 


LL LUTE 


Manufac 


ments im America’s Shoe 


HIGH CUTS MOVING SLOWLY 


Sales of Low Cuts, However, Is 
Compensation 


Retail shoe trade in Milwaukee con- 
tinues to be affected unfavorably by 
mild weather and high temperatures, 
which still are the rule, as during the 
earlier months of the Winter. The 
adverse effect, however, is regarded as 
being, only of a temporary nature. If 
this sort of weather continues to be the 
rule for the remainder of February and 
through March, it doubtless will be a 
boon in the way of stimulating Easter 
trade. For the present, however, high 
cuts are moving rather slowly and 
stocks are not being reduced as rapidly 
as dealers would hope for. This, how- 
ever, is offset to some extent by the 
sales of low cuts at a rate higher than 
the normal for this period, even taking 
into consideration the unusual popu- 
larity of pumps and oxfords above 
boots. 

During the first week of February it 
appeared for a brief time that real 
Winter weather had been placed on 
tap, but ottside of a flurry of snow 
that lasted only two days, the former 
mild condition returned. The snow- 
fall and slush which followed stimulated 
the demand for arctics and other 
rubber footwear for a day, but other- 
wise sales are hardly equal to expecta- 


tions. The use of arctics on streets by 


the women has been hardly of moment 
this Winter. Unless conditions change 
and real winter weather comes in the 
next five to six weeks, the rubber foot- 
wear season will be considerable of a 
disappointment. 


Change of Car Routes May Effect 
Business 


Merchants along Grand Avenue and 
Wisconsin Street, the principal joint 
thoroughfare for business in Milwaukee, 
are again confronted by the prospect 
of the transfer of street car service 
from these streets to parallel thorough- 


News in Shoe Markets 
iné and Merchandisi Develop~ 


Milwaukee 


fares. The State railroad commission 
has issued an order, the effect of which 
is to enable the principal transit com- 
pany, the Milwaukee Electric Railway 
& Light Company, to use tracks laid 
on Wells Street, but never used regular- 
ly, by this and two other car lines 
jointly. The object is to relieve the 
admitted congestion on Grand Avenue. 
Merchants fear business will be drawn 
away to side streets. The proposal to 
take cars from Grand Avenue was 
originally made several years ago and 
was then fought bitterly by merchants. 
They succeeded in preventing the 
removal of cars. At this time the atti- 
tude of merchants is about the same, 
excepting that they would not object 
to the transfer of a few of the lines 
during rush hours. 


Factories at 40 Per Cent Capacity 


The manufacturing situation in the 
Milwaukee market is described in the 


' following words by a representative 


maker of boots and shoes: “‘The recent 
stimulus in business seems to have 
proved to be of a temporary character. 
During and after the National Con- 
vention there was a material increase in 
orders, but trade has gradually settled 
back into the rut of dullness which 
formerly prevailed. My estimate is 
that Milwaukee factories are averaging 
about 40 per cent of capacity. Every 
part of the country seems to be having 
its own brand of troubles, ranging from 
the Non-Partisan League to the low 
price of cotton. Dealers are just filling 
in their stock here and there. There 
is no general buying and none is in sight 
so far as we can see.” 

Another manufacturer said: “As 
soon as dealers realize that prices are 
at the bottom, just so soon will they 
start buying with some of the accus- 
tomed freedom of former days. There 
can be no further reductions. The 
wholesale price of shoes for the Spring 
trade is about 25 per cent below prices 
of a year ago, on the average. There 
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is not the least atlvantage to dealers in 
delaying orders, for I cannot see how 
the manufacturers can make any 
further concessions. Wages remain 
high, for many plants have not cut at 
all and others effected only a relatively 
small reduction. I would say the 
average reduction is probably about 
eight per cent, which cannot make any 
material difference in factory costs.” 


F. L. Weyenberg Named Chamber 
of Commerce Director 


Frank L.. Weyenberg, President of 
the Weyenberg Shoe Mfg. Co., was 
elected a director of the Milwaukee 
Association of Commerce at the annual 
meeting held February 1. The Associa- 
tion at this time voted to increase the 
annual dues from $25 to $50 in order to 
more adequately finance its activities, 
present and prospective. Three im- 
portant bureaus are to be developed, 
namely, an industrial bureau to seek 
new factories and assist existing ones; a 
foreign trade bureau, and a department 
of publicity. The Association now has 
4,000 members. 





Retail Business Shows Increase 


A questionnaire sent out recently by 
F. S. Krieger, secretary of the retail 
division and manager of the retail 
credit bureau of the Association of 
Commerce, reveals the interesting in- 
formation that on a general average, 
retail business in Milwaukee in 1920 
showed an increase of 25 per cent over 
1919. The query also asked informa- 
tion about credit losses, and in all cases 
merchants considered these so small 
that they were not worth mentioning. 


Retires as Bank President 


Henry Jung, for twelve years presi- 
dent of the Citizens’ State Bank of 
Sheboygan, Wis., retired from this post 
at the recent annual meeting in order to 
be free to devote his entire attention to 
the further development of the Jung 
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E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Hgrerhllls Rae 


Boston 
147 Lincoin St. 








BOUDOIR 
SLIPPERS 


$1.65. Terme, 5 net 30 
SILVER OE CO. Haverhill, Mass. 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 
TURN NOVELTIES 

On All Las 


its 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 








SIXTY STYLES OF 
COMFORT SHOES 











= Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Eesex Street 








“Fernco-Quality” Comfort Shoes 
Ladies’jHand Turned j 


BOOTS, OXFORDS 
ND SANDALS 
Seck 








WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass, 
Boston, 108 Lincoln Street 
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Shoe Company of Sheboygan, of which 
he is president and will now act also as 
general manager. The Jung factory is 
making great strides forward and is now 
selling its products in every state. 


Committees Appointed by 
Merchants 


The Milwaukee Retail Shoe Dealers’ 
Association, at its monthly meeting 
held Thursday evening, February 3, 
in the directors’ room of the Milwaukee 
Association of Commerce, was greeted 
by a huge collection of letters and tele- 
grams of congratulation over the splen- 
did success it achieved in handling the 
National Convention. Final reports of 
administration of the big undertaking 
are still in the making and it is planned 
to employ most of the time of the March 
meeting in winding up affairs and 
gathering any loose ends remaining. 

President Otto A. Hensel, in an- 
nouncing the appointments of com- 
mittees for 1921, outlined a vigorous 
policy in continuation of the efforts of 
the retiring president, A. B. Caspari, 
to keep the boot and shoe merchants of 
Milwaukee closely allied in a well-knit 
and efficient organization for the great- 
est good of the greatest number. With 
virtually a 100 per cent membership, 
every dealer in Milwaukee having been 
enrolled as a member during the last 
six months, it will be one main idea to 
keep all of them keenly alive and con- 
scious of the necessity of remaining 
members and beyond that, to put into 
the association every effort possible, 
individually as well as collectively. 

“The fact that our big undertaking, 
the National Convention, is now his- 
tory,’ said President Hensel, “‘should 
not make any of us backsliders. There 
never was a time in the history of the 
boot and shoe business when organiza- 
tion was so necessary, and a 100 per 
cent association so desirable, as at this 
time, when we are passing through the 
most extraordinary period of all. We 
believe we have passed the crest of the 
mountain and the long, hard pull is 
over, but now that we are on the easier 
side, compared with the ascent, we 
must still keep together and make the 
descent gracefully and easily, avoiding 
pitfalls and landslides as well as other 
obstacles that may stand in the way of 
progress.” 

As representative of the association 
in the councils of the retail division of 
the Milwaukee Association of Com- 
merce, President Hensel reappointed 
A. B. Caspari. 

The new legislative committee is 
composed of the following: A. B. Cas- 
pari, chairman; Joseph A. Schumacher, 
H. Lemay, Stephen J. Brouwer, Otto 
A. Hensel. The publicity committee is: 
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Charles Collar, chairman; George R. 
Virmond, Oscar Hart, Adam Czsacek, 
George S. Roth. Entertainment: Harry 
H. Lucas, chairman; Joseph Klawit- 
ter, Ray Ripple, Clarence Bertler, 
William J. Wuerl. Welfare and re- 
ception: J. Pinzel, chairman; Oscar 
Labude, Norman Diamond, Andrew 
Wesoloswki, Henry Meier. Member- 
ship: R. F. Kurz, Emil Ahrens, Henry 
Pape, Frank Janacek, William Graebei. 
Grievance: John Geisinger, chairmai:: 
Joseph Ripple, Ben Lamers, George 
Schmidt, Frank Kuczynski. Auditing 
Frank Kuczynski, chairman; J. Wuer! 
Charles Rousse, Gerald Ripply, Robert 
Ripple. 

One new member was added to roii, 
he being Charles Helmbacher, who re- 
cently was transferred from the Roche-- 
ter store of the Walk-Over organization 
to the Milwaukee store as manager, 
following the acquisition of the Mil- 
waukee store from F. H. Stover by the 
Keith Company. Mr. Helmbacher was 
serving as president of the Rochester 
association when called to the Mili- 
waukee post. The Boston idea of a 
Shoe Trades Club is under considera- - 
tion among Milwaukee members of the 
industry. 


Capitalizing a Trade Mark 


When S. J. Pentler, secretary and 
general manager of the Marathon Shoe 
Company of Wausau, Wisconsin, was 
casting about for a trade mark for his 

line of children’s 
shoes, many sugges- 
tions were made— 
some of them good 
and othersimpossible. 
Finally the story of 
the Pied Piper came 
to his attention. Like 
a flash Mr. Pentler 
said, ‘“That’s it! The 
Pied Piper was the 
children’s friend. He 
was kind to them; 
he did not hurt them; 
he brought joy into 
their lives and they 
loved him. “That 
tells the story of our children’s shoes. 
We call them ‘Pied Piper.’ ”’ 

At the National Shoe Retailers’ 
Association Convention at Milwaukee, 
the Marathon Shoe Company cashed 
in on their trade mark advertising by 
having one of their salesmen, dressed 
as the Pied Piper, in attendance at 
their booth. 


Using Parcel Post Instead of 
Delivery 
A number of department stores an‘! 
other retail merchants have beer 
experimenting with the plan of makinz 


















‘cally all stores. 
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deliveries by parcel post and the results 
have been so gratifying that an ex- 
tension of the idea is now being carried 
out. The first to use the system was 
Espenhain’s department. store, Grand 
Avenue and Fourth Street, which 
reports a reduction in the cost of 
delivery from 25 cents to 12 cents a 
peckage, on the average, since dis- 
continuing deliveries by truck. Cus- 
tomers get packages 8 to 24 hours 
sconer than under the old plan. The 
T. A. Chapman Company and Edward 
Schuster & Co. are now using the plan. 
Cimbel Bros. and the Boston Store 
sey they do not intend to adopt it for 
the present. Some of the retail shoe 
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stores have been delivering goods to 
out-of-town customers by parcel post 
for a number of years with good results. 


Superior Shoe Company Organized 


Articles of incorporation were filed 
during the week in behalf of the 
Superior Shoe Mfg. Company of Mil- 
waukee, organized to manufacture and 
deal in boots, shoes, etc. The capital 
stock consists of 1100 shares of pre- 
ferred with a par value of $10 and 400 
shares of common stock without par 
value. The incorporators are Henry 
H. Kersky, Joseph B. Dorszynski and 
Joseph M. Wollock. 


Detroit 


SPECIAL SALES CONTINUE 


<eneral Movement to Get Rid of 
Women’s Boots 


Conditions in Detroit remain very 
much the same as two weeks ago. 
Special sales are being held in practi- 
Prices in some cases 
have been very much reduced, while all 


‘ stores claim prices have been adjusted 


to present day standards, regardless 
of the cost of the stock on hand. 
Pre-war price claims are many, but 
in most cases these are deceptive in 
that they are not what the public ex- 
pect—prices prevailing before the 
world war. They are undoubtedly as 


low in most cases as in 1917 when the ° 


United States entered the war. 

There is a general scramble to get 
rid of women’s high cuts under the be- 
lief that there will be no demand for 
these in the Spring, and also with the 
belief that there is sure to be some novel 
touch to the Fall, 1921, lines, which will 
point the present styles as out-of-date. 


A FEW OFFERINGS 


One Thousand Pairs of General 
Line at $3.00 


Fyfe offers $18.00 boots for $9.85. 
Queen Quality offers boots as low as 
$4.85. Ettlinger offers $10.00 to $14.00 
grades at $4.45. Feltman & Curme, 
$5.00 and $6.00 grades at $2.95. 

These are just a few taken, as they 
come to mind, of the special prices 
being placed on lines by some of the 
shoe stores of Detroit. 

The Lindke Shoe Company offered 
over 1,000 pairs of men’s, women’s, 
misses’, boys’ and children’s shoes at 
one price, $3.00 per pair. This was for 
one day only, advertised as ‘Three 
Dollar Day,” which proved a remark- 
able selling event. 





A Spring Window 


While the rest of the stores are ad- 
vertising and selling Winter lines the 
J. L. Hudson Company have a Spring 
window showing women’s low cut lines 
exclusively. In this window the two 
strap, both with button and buckle 
fastenings, are prominent, althougu 
there are lines with one strap, with 
ankle straps and some oxfords. 


Gray Comes First 


Gray is prominent among the colors 
with brown a good second. It looks 
now as if-there might be a scarcity of 
gray shoes. Gray ooze with patent 
vamps are shown, while the diamond 
tip is also present. Baby Louis heels 
are shown on the slippers, while Cuban 
heels are “‘the thing”’ with oxfords. The 
saddle or baseball strap is seen on some 
of the heavier oxfords. 


A General Condition 


A manager of a shoe department was 
asked why he did not show some of his 
Spring styles. His answer was laconic, 
and represented the condition in most 
stores in Detroit. He said: ‘Because I 
haven't got them.” The day, while 
cold, was one of those beautiful sun- 
shiny days which tantalize the mortal 
into thinking that Spring is actually 
here. 


MILD WEATHER 


Many Types of Footwear Worn— 
**What Is Style?”’ 


The weather has been unusually mild 
and dry. Spring lines would sell at the 
present time in place of Winter lines 
if they could be placed before the public 
with a concerted effort by all mer- 
chants. As many stores have lines to 
close out the actual loss in sales is very 
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small due to the demand for Spring 
lines. 

On the streets one can see a proces- 
sion of women, satin slippered, golf 
oxforded, and _ golly-goloshed, with 
buckles rattling as the fair sex pass in 
review. After all, who can give the 
answer to the question, ““What is 
style?”’ 


WOMAN’S THOUGHT TREND 


Some ‘Cross Questioning’’ by J. E. 
Wilson 


J. E. Wilson stated that there is a 
good demand for Spring lines in spite 
of the fact that in the Walk-Over 
stores, special prices are placed on all 
Winter lines to effect a quick clearance. 
He recited the following incident to 
show the tendency of the buying as 
done by women: “I went into the up- 
town store and found a customer I 
knew very well. I saw that she had 
picked out a pair of satin slippers and 
a pair of kid slippers. I said to her, 
‘How can you buy such lines as these 
when you can get those lovely high-cut 
shoes at such ridiculous prices?’ 
She said: ‘I can get along with my old 
high shoes the few days I’ll have to 
wear them.’ I replied, ‘I thought you 
must be going South,’ and we had a 
laugh over the incident. But it shows 
the trend of the woman’s mind. It is 
always towards the new lines.” 


Normal Selling Soon 


While the factories of Detroit are not 
taking on very many more men than 
have been already started to work, 
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there is an optimistic feeling in the air. 
Shoe merchants generally look forward 
to an early resumption of normal selling. 
One merchant expressed himself as 
sure that if the weather does not get 
too bad toward the first of March, 
there would be just as lively selling as 
ever. He believes the weather has 
everything to do with the opening up 
of trade this Spring. 


ASSOCIATION ACTIVITIES 


Detroit Plans Banquet—News from 
Saginaw and Grand Rapids 


The Detroit Shoe Retailers’ Associa- 
tion are preparing for their annual 
banquet which will be held in Marc’. 
A nominating committee composed of 
James Ertell of Ertell & Butler, F. Har- 
vey of Crowley, Milner Company, 
Charles Rapp of the Royal Shoe Con- 
pany, J. E. Wilson of J. E. Wilson Shove 
Company and Otto Bray are deliberai- 
ing upon the question of new officers for 
1921. 


Thomas J. Jackson, president of the 
Michigan Retail Shoe Dealers’ Asso- 
ciation, accompanied by J. E. Wilson, 
past president, attended a banquet and 
meeting of the Saginaw association at 
Saginaw on January 26. 


The Grand Rapids Association met 
on January 27 to determine whether to 
make strenuous efforts to secure the 
annual convention there this year or 
not. Some of the Grand Rapids shoe 
merchants there are so well pleased with 
the annual convention in 1919 that they 
want it back again. 


Indianapolis 


PAIR VOLUME ABOVE NORMAL 


Merchants Now Preparing to Show 
Spring Merchandise 


With the January sales over, In- 
dianapolis shoe merchants are begin- 
ning to turn their attention to Spring 
merchandise, which, if the mild weather 
of the last two weeks continues, should 
soon begin to move at a fairly rapid 
rate. Business during the month of 
January was very satisfactory, and 
while the total turnover in dollars and 
cents may have been somewhat below 
normal, the volume of goods moved 
was actually in excess of normal for 
that month. 

Ever since the Christmas holidays 
practically every shoe store in the city 
has been conducting sales at greatly 
reduced prices, and by doing so have 
been able to reduce stocks to pre-war 
levels. In some of the stores nearly 


every shoe in the house was included 
in the reductions, while in others only 
broken lots and discontinued lines were 
effected. In several instances mark- 
downs were taken on shoes that had 
been in stock for some time, thus ena- 
bling merchant to fill in with new stock. 


Boots Moved from Shelves 


Several of the Indianapolis stores 
bought stocks of boots from the manu- 
facturers at low prices and placed them 
on sale along with their odds and ends. 
This helped to stimulate business. 
Mild weather prevailed throughout the 
greater part of the month, and the shoe 
men believe that a much bigger busines: 
would have been done if the weathe: 
had been a little more seasonable. 

Many unusual bargains were offere: 
at a number of the sales. At one store 
shoes that originally cost around the 
$10 mark, were offered at the speci! 
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price of $5 a pair, the merchants ap- 
parently feeling that it would be far 
better to have the money in the cash 
register than a big bunch of shoes, for 
which there has been little or no de- 
mand, left on the shelves. In this way 
the shoe men have been able to reduce 
their stocks to pre-war size and at the 
samc time rid their shelves of old styles 
and stock that was slow in moving. 

Stores which found they were still 
loaded up rather heavily, offered still 
grea‘er reductions at the tail end of the 
January sales and these additional cuts 
were very favorably received, indicat- 
ing that there was a certain element 
which waited throughout the month 
in the hope of getting still lower prices. 
Locel merchants believe that prices 
for Spring will be more stabilized. 


Shoe Merchants Robbed 


Two unmasked highwaymen en- 
tere! the Horuff Shoe Company’s 
branch store at 938 South Meridian 
Street shortly before closing time, 
Friday, January 28, and held up Walter 
S. Avery, the manager, and Herschel 
Hittle, a salesman, and escaped with 
$58 in money, a gold watch and two 
packages of cigarettes. The robbers 
failed in their attempt to open the cash 
register, containing almost $90. 


Expect Demand for Good Quality 
Shoes 


Just what effect the unemployment 
situation in Indianapolis, which has 
not shown any noticeable improvement, 
is going to have on the Spring shoe 
trade, is something the merchants are 
unable to foretell. Will the working 
people of Indianapolis, who became 
used to a better grade of shoes and 
other things during the period of easy 
money, revert to the kind of things 
they were used to before the war, or 
will they continue to wear and use the 
better class of goods? This question 
is one that is being discussed rather 
frequently whenever shoe men get 
together. The general opinion seems 
to be that the workers will go on wearing 
the best shoes they can buy, and that 
they will be content with fewer things 
of good quality than they will be of more 
things of lesser quality. The shoe men 
are of the opinion that the standards 
people have become used to will be 
adhered to as closely as possible. 


Big Delegation at Convention 

The 125 or more Indiana shoe men, 
the majority of them from Indianapolis, 
who attended the national convention 
at Milwaukee, have returned home 
with a mass of new merchandising 
ideas in their heads, and with much 
more optimism in their hearts than 


when they left. The next big event to 
occupy their attention is the coming 
convention of the Indiana Retail Shoe 
Association, which will be held in 
Tomlinson Hall in Indianapolis on 
February 21, 22 and 23. Edgar Hart 
and C. E. Young, president and secre- 
tary of the Hoosier organization and 
members of the Executive Committee, 
have been holding frequent informal 
meetings, working out the program and 
preparing other details of the event. 
Messrs. Hart and Young say more en- 
thusiasm is being displayed among the 
shoe men with regard to the coming con- 
vention than ever before, and that all 
indications point to one of the biggest 
and best meetings in the history of the 
Hoosier organization. 


Ready for Indiana Convention 


Reservations for exhibits are practi- 
cally all gone and the committee is now 
making provision for obtaining addi- 
tional space to take care of the eleventh- 
hour reservations coming in from 
manufacturers. The convention hall 
and display booths will be elaborately 
decorated and attractively arranged 
for the display of all footwear and 
accessories. Each display booth will 
be enclosed on three sides by a wall 
six and one-half feet high, giving it the 
seclusion of an enclosed room. The 
number and the name of the firm 
occupying the booth will be neatly and 
distinctly lettered on the booth. There 
will be ample table and shelf room for 
the showing of footwear and all the 
booths will be on the same floor with 
the convention. 

Shoe travelers and representatives of 
the Scholl Manufacturing Company of 
Chicago, who call on practically every 
shoe merchant in Indiana, have been 
circulating some very beneficial word- 
of-mouth publicity for the convention, 
and it is the belief of the officers of 
the association that more than half of 
the 1,100 shoe retailers in Indiana will 
be in attendance when the convention 
opens. 


New Shoe Firm Formed 
Articles of incorporation have been 
filed by the Economy Shoe Store at 
Anderson, Ind. The company has been 
incorporated at $10,000 and the direc- 
tors are Joseph P. Myers, Linfield 
‘Myers and Charles K. Bagot. 


Wins Prize as Salesman 
P. O. Morgan, manager of the 
Newark Shoe Company’s branch store 
at Marion, Ind., has been notified 
that he has been awarded a hand- 


some traveling bag by the com- 
pany as a prize in a recent sales compe- 
tition contest. C. L. Smith, one of the 
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salesmen in the Marion store, also 


received a prize. 


Leaves on Southern Trip 


Earl H. Chenoweth, manager of the 


Cheney Shoe Company’s store at 
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Frankfort, and Mrs. Chenoweth, haye 
left for an extensive visit in the South 
and Southwest. They will visit §¢. 
Louis and New Orleans and then zo to 
Lake Charles, La., to visit Mr. Cheney's 
parents, and to attend to some busines; 
pertaining to his rice farm there. 


West Virginia 


WHITACRE GENERAL 
MANAGER 


Of the Charles E. Thompson Store 
at Martinsburg 


Robert R. Whitacre, for the last 
three years associated with the firm of 
M. Cohen & Son of Martinsburg, 
W. Va., has severed his connection with 
that business, and has entered upon his 
new duties as general manager of the 
Charles E. Thompson store. Prior to 
his connection with M. Cohen & Son, 
Mr. Whitacre spent a number of years 
with Mr. Thompson, and it was while 
with that company he acquired a wide 
experience in the shoe business which 
has resulted in his becoming one of the 
most capable men in his line in Martins- 
burg, W. Va. 


Closes Out Stock 


The stock of merchandise of the 
Graham, Va., commissary store will be 
closed out regardless of cost. A large 
selection of men’s, women’s and chil- 
dren’s shoes is included in the stock. 


CUMBERLAND NEWS 


Maryland Shoe Repair Company 
and Retail Merchants 


The Maryland Shoe Repair Com- 
pany of Cumberland, Md., is disposing 
of its stock of.men’s and boys’ shoes, for 
the purpose of devoting more attention 
to its repair department. Every pair of 
shoes in stock has been placed on sale 
at prices ranging from $2.45 to $3.50, 
the former prices of which were $5.00 
and $6.00. 

At a recent meeting the retail shoe 
merchants of Cumberland, Md., de- 


cided to inaugurate a movemen: to 
close stores there at 6 p. m. Saturviays, 


Miller Vice-President 


W. L. Miller of the Locke Shoe ( om. 
pany of Wheeling, W. Va., has been 
elected vice-president of the Whecling 
Association of Credit Men. 


Potts Heads Credit Men 


Harry S. Potts of the Norvell-Ciam- 
bers Shoe Company of Huntin: ton, 
W. Va., is the sole nominee for president 
of the Huntington Credit Men’s ‘sso- 
ciation. The annual election of officers 
will be held in February and nomina- 
tion is equivalent to election. 


Brenner in Martinsburg 


George Brenner has accepted a posi- 
tion as salesman with M. Cohen & Son 
of Martinsburg, W. Va. Mr. Brenner 
was formerly in charge of the shoe de- 
partment in Noble’s store at Akron, 0. 


A Special Sale 
The Brownell Shoe Company of 
Cumberland, Md., is conducting a 
special sale of footwear in order to re- 
duce their stocks. 


To Install Shoe Department 


A shoe department, which promises 
to be one of the finest in the State, will 
be installed in the George R. Taylor 
Company’s department store at Wheel- 
ing, W. Va. W. A. Rempe, vice-presi- 
dent and general manager, said that 
the store expects to carry a prominent 
line of shoes and will keep apace with 
the times in the styles. The depart- 
ment will be added after March 1. 


Lynn 


RUSHING EASTER ORDERS 


Some Work Three or Four Weeks 
Behind Schedule 

Lynn shops are generally going full 

tilt on shoes for Easter. Cutters are 

busy, and stitchers are extra busy. In- 

deed, it’s the common story that there 


aren’t enough stitchers to do all the 
work. This is because of the fashion of 
dressmaking shoes, which calls for extra 
work in the stitching rooms, sucli as 
perforating, or French binding, or fancy 
stitching, on strap styles. 

Orders for Easter shoes are consi<ered 
three or four weeks behind, partly be- 
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cause buyers held back orders and partly 
because Easter comes unusually early 
this year. 


New Last for Pumps 


So smoothly does a new pump fit the 
foot that a wrinkle can’t be found in it, 
neither the line of the box, nor the line 
of the counter. Made of black satin. of 
the s:amless pattern, it was shown on a 
mode! foot, by a last maker who has a 
new ‘dea in pump lasts. It looked so 
smoo.h and symmetrical that it was 
selecied at once by a leading Lynn style 
prod..cer, and it will appear in his after- 
East: r line of shoes. 


New Style Boots for Fall 


Some manufacturers are proceeding 
with the planning of new styles for fall. 
An idea of the strong styles may be 
gained from a shoe like this: A boot, 84% 
inches high, in lace style with invisible 
eyelets, of a rich brown Russia calf 
leather; the sole welted, with rather a 
flat tread, and a white fair stitched edge, 
a military heel, 14-8 high, and a well 
shaped arch. The forepart of the shoe 
is of handsome shape. The last brings 
out some new lines. The tip is regular, 
and the ball strap is carried under the 
instep, where it meets the foxing; 
which outlines the heel of the foot. 
Fine perforations are on the tip, strap 
and foxing. Also, there’s a fine line of 
perforations up the lace stays and across 
the top. This new boot is to be shown, 
not as a sample shoe for Fall, but as a 
model shoe from which manufacturers 
will make samples, each according to his 
own judgment, as well as the desires of 
his customers. 


Vamp Crimping Resumed 


Now that new pumps, both plain and 
fancy, are coming along for Summer 
time, the crimping of vamps has been 
resumed in Lynn. One shop has its own 
crimping apparatus, and crimps vamps 
according to its own patterns. Others 
have their crimping done in the con- 
tract crimping shops. The idea in 
crimping a vamp is to shape it to the 
forepart of the foot, the same as the 
molding of a counter shapes the counter 
to the heel of the foot. If the vamp of a 
pump is crimped correctly, then it is not 
apt to cut into the instep, and raise a 
lump of flesh on the foot. 


Suedes for After Easter 


It looks as if the fashion of suede 
shoes would hold good through the 
Spring, for some Peabody tanners are 
accepting orders for colored suede 
leather for future delivery. Hitherto, 
tanners have been holding orders for 
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colored suedes down to immediate de- 
liveries. They wished to make sure 
that the style had come to stay for a 
while, before arranging for production 
of suede on a large scale. Now, they 
are very busy on suedes, for Easter and 
Spring time shoes. Gray is the leading 
color, and brown comes next, in the 
suede calf leathers. 


New Outdoor Comfort Oxford 


Among the new shoes made in Lynn 
is an outdoor comfort oxford, of brown 
kid leather, with a welted sole and a 
rubber heel. Comfort shoes are com- 
mon enough, having been made in Lynn 
for 50 years and more. But they’ve all 
been for indoor wear, being turn made 
and having a single sole This new welt 
has two soles, the inner and the outer- 
sole, so that the foot will not feel pebbles 
in the path, nor dampness from the 
earth, when the shoe is worn out of 
doors. Besides, this new outdoor com- 
fort oxford, being welt sewed, can be re- 
soled in any modern repair shop. 


New Lynn Firm Fitting Up Factory 


Donahue & Middleton are fitting up - 


a factory at 217 Market Street, Lynn, to 
make high grade welt shoes for boys and 
girls. They have a new orthopedic 
last, approved of by medical authorities, 
as well as by last makers. John M 
Donahue and William J. Middleton, 
who make up the firm, are two Lynn 
shoe experts of long experience. Frank 
L. Brown is sales manager of the firm. 


Sport and Stock Shoes 


One of the most promising shoes in 
the A. M. Creighton line is a two-strap 
pump, of gray suede leather, with tan 
calf trimmings. A new line of Spring 
shoes has been put in stock, for delivery 
after February 15. 


Leases Larger Factory 


Bresnahan & MacLaughlin, makers 
of novelty style shoes for women, have 
leased space in the factory at 266 Broad 
Street, Lynn, which was recently 
vacated by the Watson Shoe Company, 
and will occupy it, and will increase 
their production. 





Oriental Shoe Imports 


Small lots of shoes of Oriental manu- 
facture and up-to-date in style and 
workmanship have been entered at the 
port of San Francisco. They are 
made in the Japanese factories where 
modern shoe machinery has been in- 
stalled in recent years. 
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Where to Buy 


Shoes at Auction 




















HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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New York 


Where to Buy 
FINAL CLEARANCES HELD facturers also note the same disposition, 


Standard Shoe Materials Most Offerings of Small Lots in several of them asserting that straps 
have been ordered for delivery up to 


Coates Cem Duck i os Ren April 1, but that deliveries after that 
‘inal clearance sales held the center date include a greater proportion of 
ADHESIVE BACKING CLOTH of the shoe stage in New York City last tongued models. 7 


ay fey Fr ag week. With few exceptions such sales te aia sy 
Sheet Rubber Soling were staged by all the department and Still Buying Spring Shoe~ 


B. F. CHAMBERLIN exclusive shoe shops, even the high 

184 Summer St. grade Fifth Avenue stores joining in. 
Senna Waloaln fase Supply Co. This, the merchants claim, is but the < 
¥ seasonal clearing of Winter stocks and their orders are smaller than normilly, 
T. W. GODSOE does not denote a renewed price cutting leaving them free to buy more shou! an 


. Pres. 
W. G. DONALD, Weis tress. war such as featured the merchandising § augmented demand appear, or s)ould 
- The final sales, new models strike their fancy. Outside 


situation last Summer. 
F. E. JONES COMPANY however, come at the end of a Winter of straps each merchant has followed 
FANCY M AT KID season that has been characterized by his own judgment on the style pro,osi- 
COLORS much price cutting and offerings at low _ tion, but most of them admit thai late 
Spring and Summer styles are siill a 
matter of guess. More than ever the 


merchants have planned their own 
patterns, with the result that almost 


Broken Sizes 








The retail merchants here say ‘hey 
are still buying Spring shoes, but that 





95 South Street, Boston prices, and as a result some extremely 
short prices were thrown out to the 
Tae Ode public as new bait last week. Most of 

Waterproof the offerings were of small lots in . ' ‘ 

Leather That broken sizes. every store is showing something en- 

Takesand Re- James McCreery & Company cleared tirely different from the others. In the 

tains a Polish out several broken sized lines of both early showing of sports shoés, patterns 

Creese & Cook Co. 38 Set Street boots and low shoes including strap and colors are running riot. Green, 
port pumps at three prices, $3.95, $5.95 and red, bright blue and henna are seen, 

$8.95. At the top price strap effects in combined with white fabric. Actual 

suede, kid and satin were offered. The sales have been made of these for wear 




















MEYER TH READ middle price covered mostly straps in at_ the southern resorts, but few are 


and spool silks are, for sale by all the leading kid, calf oxfords and boots. os M4 ig go a yar = 
they wi e strong during the hot 
wa aie" Sia ithaee tires Boots at $9.50 weather here. 
JOHN C. MEYER THREAD COMPANY Among the high grade offerings of the Sieh i eat 
a aol week were laced and button boots by White Shoe Sale Held 
Alfred Kohn, at $9.50 a pair, said to be Gimbel Brothers conducted a sale of 
below present replacement costs. white shoes last week, made by Laird, 
Frank Brothers also struck a low Schober & Company, with successful 
price of $10 for women’s low shoes in results. The prices were $8.75 for white 
black and tan, and fancy slippers. reinskin turned sole, Baby Louis heeled 
These were but a few of the many pumps, and $10.75 for reinskin pumps 
sales that were put on, but serve to with wing tips and trimming of buck, 
illustrate the price levels that are being lace strapped pumps of white kid, white 
reached here by merchants desirous of canvas oxfords with tips and trimmings 
M. B. MARTINE, Inc. clearing. out their Winter goods and of black and tan, white buckskins with 
78 Reade St. making room for Spring stock. ivory welted soles and heels. This week 
NEW YORK, N. Y. —_—_——_— Gimbel Brothers are offering 20,000 
Everything in Shoe Or- Novelty Pumps Furnish Volume — ne oe © tad . 
‘ ‘ pair. a ow 
“aie.” Beading The style element and the continued dhe netvteds euteed;* Ghoyceska ta an 02 
mild weather, according to the retail in Sunday's paper, “they will retail 
' merchants here, have had a great in- from $7.50 to $10.50.” 
fluence in keeping up sales of novelty 
Colored pumps. More than one has asserted , 
Chrome that this class of footwear is the salva- Two New Stores to Open Soon 
: tion of the trade at present, affording | Two new high grade shoe stores soon 
Sides the only method of making a reasonable will be opened on Fifth Avenue above 
profit. The style demand for early 42d Street, which rapidly is becoming 
Spring, apparently has centered on two- the most exclusive shopping center in 
strap pumps in ooze, suede and satin. the city. These stores are the new 
Most of the merchants expect these I. Miller establishment at 46th Sireet 
types to continue good until Easter. and the new Cammeyer “Branc'! de 
The tongued pump has not yet caught Luxe,” between 53d and 54th streets, 
on with the general public, but there in the old Vanderbilt home. Boi! of 
seems to be a disposition among the these new stores will be opened about 
merchants to hold back showing them March 1, it is expected. The inierior 
strongly until after Easter. The manu- woodwork and flooring is being ': id in 











GUARANTEED 
TWO YEARS 


GORE Hub Gore means ity and 

A Service, because the Best of 

Materials and Highest Skilled 
Labor are Used. 


BOSTON OFFICE NEW YORK OFFICE 
= 52 Chauncy St. 395 Broadway 
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: Beggs & Cobb, Inc., Boston, Mass. 








DO YOU KNOW? 


— you can ‘buy it—or 

ell it—through the 
“Where to Buy’’columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 


SAHONOERODOOCON EOD ODONNE EN ORCOEONONS 
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poth stores, and the electric fitting and 
furnishings is all that remains to be 
done. 


Footwear at Silk Exposition 


lootwear played an important part 
in the first International Silk Exposi- 
tion held in the Grand Central Palace 
this week. The only footwear concern 
represented by a booth at the exposition 
was Laird, Schober & Company, Phil- 
ad: lphia, who exhibited an extensive 
lin: of satin and brocaded slippers, 
pu'aps and boots, many of which were 
seen at the Milwaukee shoe style show. 
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In addition to this Laird, Schober & 
Company supplied most of the shoes 
used in the pageant, “The Birth of 
Silk,” presented twice daily. Cam- 
meyer, New York, furnished the sport 
shoes that were worn in the pageant. 


To Meet February 15 


The first meeting of the Retail Shoe 
Dealers’ Association of New York, 
under the direction of the new president, 
Percy Hart, will be held in the Bush 
Terminal Sales Building on next Tues- 
day, February 15. 


Brockton 


SHOE MEN MEET NEW 
- AMERICANS 


\s a result of plans made by the 
In:migration and Industria: Committee 
of the Brockton Y. M. C. A., a group of 
Brockton shoe manufacturers and fore- 
men met at dinner, 150 new Americans, 
men who became citizens a few weeks 
ago. The occasion was the first annual 
dinner of shoe factory executives, fore- 
men and foreign born factory workers. 
Charles E. Moore, of George E. Keith 
Company, who is chairman of the com- 
mittee, acted as toastmaster. Mayor 
Keith extended a welcome on behalf of 
the city. John S. Kent of M. A. Pack- 
ard Company spoke briefly, appealing 
to the new Americans to stand squarely 
behind the United States. I. S. Kibrick 
gave a greeting to the new citizens. 
There were other speakers, also music, 
as a further part of the evening’s pro- 
gram. The object of the meeting was to 
emphasize Americanism to the new 
citizens and to give them a hearty wel- 
come to Brockton and its opportunities 
for factory employment. 


Shoe Concern Incorporated 


The Brockton Quality Shoe Com- 
pany, Inc., has been incorporated under 
Massachusetts laws with a capital of 
$50,000, to manufacture boys’ shoes; 
with factory in this city. The partner- 
ship previously existing has been merged 
into a co-operation. The officers are: 
president, H. A. Glenn; vice-president, 


Albert A. Derocher; treasurer, William 
L. Pierce; clerk, Herbert L. Beedem. 


Takes Additional Factory Space 


Givren-Blunt Shoe Company has 
leased from C. A. Eaton Company addi- 
tional floor space in its factory on Lin- 
coln Street. Givren-Blunt Shoe Com- 
pany now occupies two floors in the 
former George G. Snow building, and 
will add a third floor. 


Shoe Concern Expands 


The stockholders of the Progress Shoe 
Company of this city have voted to in- 
crease the capitalization of that concern 
from $250,000 to $500,000 and to reor- 
ganize and expand the retail selling 
plan. The company has nine retail 
stores and will open additional establish- 


-ments. This concern, whose owners are 


Lithuanians, has under consideration 
the establishment of a factory in Lith- 
uania. Contracts have been made with 
Lithuanian merchants which insure the 
factory a daily output of 40 to 50 dozen 
pairs. New officers elected at the 
annual meeting include: Alexander 
Chizauskas, president; and Frank 
Aluso, vice president. 


Increases Factory Space 


The Old Colony Shoe Company, 
making men’s welt shoes, has taken two 
additional floors and will at once in- 
crease the daily output to 50 dozen 
pairs. 


Haverhill 


BUYING BEYOND EASTER ~™ 


Advance Orders Now Being Placed 
by Merchants 


There is plenty of business at local 
factories for delivery previous to Easter. 


Manufacturers of women’s novelty 
footwear are working their plants at full 
capacity to produce goods for Easter 
trade. March 20 is about the limit for 
shipments even for near-by customers 
in order that goods may be on display 
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[ Where to Buy 


Engraving and Printing 











ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out thie ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











COLOR PRINTING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 


DESIGNING 











74 INDIA STREET, BOSTON 


-Flcreorver rounRY 


| 





Ha deat in Show im 
pom ay eae 


153 Enoex St. Boston 
71 Bente St. Brockton’ 

















Where to Buy | 


‘Window Trim Material 














Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, ete. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 














| Where to Buy | 





Shoe Polishes 

















Best In Thetre Class ~“ 


®t Wet 


7 
CREAM UNBURNABLE 





for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MFG. CO., Ine. 
PHILADELPHIA, PA. 
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Where to Buy 


Miscellaneous 














—— 


D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - - R. I. 











ome. AND VICINITY SHOE 
LERS ATTENTION! 
abana of 


OESANS 


(TOE SAN-oms ron poosan mcorwean) 
Carried in Stock 
Quick Service 
THE R. & S. RUBBER CO. 
1267 W. 6th St., - Cleveland, Ohio 











om FREE USE 


Of Shoe Cuts, Covers, Ete., for 
your Booklet, Catalog or Folder, if you place 
printing with us; or we will sell shoe elec- 
tros at $1.25 each. 
SEND FOR FULL PARTICULARS 


N. H. GROVER CO., R 63, 161 Summer St., Boston 








A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANIT Y 
will sell your pumps 


VANITY NOVELTY WORKS 





913 Gates Ave., Brooklyn, N. Y. 








OHOE BUCKLES 
OF EVERY DESCRIPTION 
BEADED AND METAL 
BUCKLES 
OUR SPECIALTY 


FASHION ORNAMENT CO. 


ISMYRTLE AWE BROOKLYN NY } 


a a 





Better Multigraphing 
LETTERS, CIRCULARS, 
OFFICE FORMS 
HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 








“SILVERITE”’ 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade a, sche orton eat 
plete catalog of Shoe Fin 


E'G, &3.5.00,, Migs, 81 High St, Reston, Mans. 





SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 





merchants. 
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for a few days at least previous to Easter 
Saturday. Orders are now being placed 
by shoe merchants and ‘department 
store buyers for goods for after Easter 
delivery. This buying is now in full 
swing and local manufacturers are much 
encouraged over the outlook for con- 
tinuous business during March and 
April. Urgent calls for early deliveries 
are received daily by wire and mail at 
Haverhill factories. The popularity of 
straps and panels causes considerable 
congestion in the stitching rooms, owing 
to the many operations required. 
Haverhill manufacturers are doing their 
level best, however, and in fact are ac- 
complishing remarkable results as re- 
gards their production of Easter foot- 
wear. Factory stock departments are 
swamped with orders for at-once de- 
liveries from buyers who neglected to 
order in advance. 


Purchased Factory Site 


F. E. Adams Shoe Company has pur- 
chased a lot of land at Seabrook, N. H., 
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where work will soon begin on a new 
factory to replace the one burned in that 
town last month. The new building 
will be 400 feet long, 40 feet wide and 
one story high. Work will begin early in 
the Spring and the plant will be com- 
pleted during the present year. About 
250 hands will then be employed in the 
production of women’s high grade turn 
novelties. Meanwhile goods are being 
produced in Newburyport at a tempo- 
rary location in the Dodge Bros. buil:- 
ing. 

The F. E. Adams Shoe Company 
maintains an office at the present time 
on Granite Street in this city, in adii- 
tion to their Boston sample room. 


New Boston Office Location 


Collins & Staples will soon remo\e 
their Boston office from its present loca- 
tion on Lincoln Street to 183 Essex 
Street, room 306, where they will have 
enlarged quarters for the showing of 
their line of women’s turn footwear. 


Cleveland 


BUSINESS GOOD IN BIG STORES 


Those in Outlying Districts Cannot 
**Get By”’ with Special Sales 


Reports received at a canvass of shoe 
stores in this city indicate that the 
large downtown stores have been doing 
a good business largely through the 
agency of special sales. Stores in the 
outskirts of the city have not been 
doing so well in the last week, for the 


_ simpte reason that they are not able to 


do the advertising that the larger estab- 
lishments do. The special sale is not 
as powerful a factor in moving shoes in 
the small store in the outskirts of the 
city as it is down town. Small dealers 
admit that they cannot get the pulling 
power from a “special’’ that a large 
store owner does. 

Here is how one dealer in a residence 
part of the city worked it: First he de- 
cided that with Euclid Avenue plastered 
up with canvas signs depicting special 
and half price sales, such advertising 
would not help him much. He decided 
on a dissolution sale. At the time of 
this decision he had a stock of $50,000 
worth of shoes. 

This dealer had a big sign made, and 
across the top were the words “‘Dissolu- 
tion Sale.” Then came a long list of 
sacrifices that were to be made. In 
three weeks the stock was disposed of. 
The dealer is still doing business at the 
old stand, but the partnership has been 
reorganized. The reorganization had 
been decided upon, and-before it could 


be accomplished there had to be a 
dissolution. 

The experience of this dealer is cited, 
not for others to emulate, but merely to 
show that in these times when the art of 
salesmanship is coming back, initiative 
will sell shoes. 


Low Shoes Still the Best Bet 


Low shoes continue the rage, while 
the golosh made its appearance with 
the sides turned down to form a sort of 
Captain Kid Boot. Weather was warm 
but rather sloppy and rubber goods 
went well. Ordinarily it would have 
been good oxford weather, but the model 
that has been so popular here for so long 
seems to have been forced into the back- 
ground by strap models. The first signs 
that gray is to be a popular color were 
seen during the week. There were 
many calls for gray models in suede and 
this has been accepted as an indication 
that the familiar brown, which has been 
so strong with the consumer in recent 
years, will not predominate this field so 
strongly as it has in past seasons. 


Straps Being Bought by Merchants 


A canvass of the larger stores here 
disclosed that the strap models are 
being taken in largest numbers for the 
Spring trade and also for Summer. The 
oxford is still a strong favorite, but not 
so much so as it has been in the last few 
seasons. Patent leather shoes seem ‘0 
have been given a black eye by local 
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buyers in the market for goods for the 
new season, while gray is a color that is 
being played strong. 


Expect Revival in Spring 


{t seems to be the consensus of opin- 
ion here that there will be a revival of 
business in the Spring months, in com- 
mon with a general picking up of condi- 
tions in all lines of industry. There have 
been approximately 100,000 men out of 
work a great part of the last two or three 
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months, and the unemployment situa- 
tion has been felt keenly in the shopping 
district. Lately factories have been 
taking on men, prospects in the indus- 
trial sections have brightened consider- 
ably, and the whole tone has changed 
from pessimistic to optimistic. No one 
is expecting the trade revival to carry 
the volume of business to the height that 
it reached during the hectic war days, 
but a solid and substantial buying is 
expected during the remaining seasons 
of this year. 


Chicago 


EFFECT OF NON-PRODUCTION 
BEING FELT 


The effect of slowed up production 
which has prevailed to a greater or less 
extent throughout the shoe industry 
for the past nine or ten months is be- 
ginning to be felt in both the retail and 
wholesale trade. As one manufacturers’ 
agent puts it, the condition is very much 
like a man who has refrained from eating 
until he has become exceedingly hungry 
and then has sat down to a great big 
meal and is constantly yelling at the 
waiter to hurry, hurry, hurry. 

One Brooklyn factory took orders 
aggregating more than thirteen thou- 
sand pairs of shoes during the Milwaukee 
convention. Every merchant who 
placed orders at the big show is clamor- 
ing for his merchandise to be made and 
shipped to him immediately, and by 
immediately he means within three or 
four weeks. 

All manufacturers who took orders 
at Milwaukee and since are endeavoring 
to execute their contracts but it is a 
physical impossibility to make and turn 
out a great big quantity on very short 
notice when factories have not been 
operating full for many months back. 
Merchants, however, will undoubtedly 
receive their merchandise in ample time 
for Spring selling because the factories 
are seeing to it that orders placed are 
coming through in rotation and have 
instructed their salesmen not to take 
any more orders for delivery date that 
will interfere with orders already 
placed. 

Several salesmen with headquarters 
in Chicago representing factories out- 
side of this district have received in- 
structions not to accept any orders for 
delivery before April 15, or in some in- 
stances as late as May 15. This un- 
doubtedly. shows that merchants 
throughout the country are looking 
toward the future with more hope and 
more confidence than existed during the 
latter part of 1920. 





Demand for Novelties Active 


The biggest demand among Chicago 
wholesale houses is for women’s novelty 
footwear in low cuts. Gray and brown 
suedes, black and brown satins, are re- 
ceiving the strongest call. Distinctive 
one-strap patterns and two-strap pat- 
terns are most popular. These, of 
course, are made with from sixteen to 
eighteen eighths covered Louis heels 
although there is a fair demand for the 
Baby or diminutive Louis heel in four- 
teen eighths. There is an increasing 
demand for patent leather strap pumps 
in the novelty pattern. Combinations 
of patent vamps and gray suede quar- 
ters are also selling. 


Demand for Staples Increasing 


There is an appreciable increase in 
the demand for women’s comfort shoes 
and similar staple merchandise, accord- 
ing to A. J. Doyle who specializes in 
this class of footwear. ‘‘Many mer- 
chants have played novelties in women’s 
footwear to the detriment of the more 
staple bread and butter lines,” he says. 
These merchants now are realizing that 
there are still a large number of women 
who wear comfort shoes for both house 
and street. Prices on this class of mer- 
chandise are pretty well stabilized and 
merchants are buying them with more 
confidence. 





Chicago Buyers in Eastern Market 


Dave Saifer and Edward Weissburg 
of the Novelty Shoe Company are in the 
eastern market endeavoring to get rush 
shipments on a number of novelty pat- 
terns in women’s low cuts. 


Styles Selling in Wide Variety 

Interviews with the managers of the 
leading State Street shoe stores and shoe 
departments of the big department 
stores, reveal the fact that there is a 
wide variety of patterns, colors and 
styles being sold to the aristocratic well- 
dressed women of Chicago. Gray suede 
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in a variety of strap effects was probably 
the best selling leather during the past 
week. 

Harry M. Rogers, manager of the new 
shoe department of C. H. Stevens & 
Bros., says: “During the past week the 
best sellers with us were gray suede and 
black satin in an ankle strap design with 
a D’Orsay vamp. Heels run about six- 
teen to eighteen eighths although we are 
selling a few fourteen eighths Louis 
heels. Tan Russia calf oxfords with 
welted soles carrying heels from twelve 
to fourteen eighths are good sellers for 
street wear. We see a decided tendency 
toward lighter shades of Russia calf in 
this class of footwear.” 


White the Big'Sellers at Ruby’s 

In the Alfred J. Ruby store, white has 
been the leading color during the week. 
White kid and white satin strap and 
pump effects for evening wear and other 
strictly dress-up occasions have been 
very popular in this store. White sport 
oxfords and strap effect have been sur- 
prisingly large sellers for street and 
outing purposes. The latter are made in 
a wide variety of combinations with 
other leathers as trimmings. Black 


Where to od 
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F, B. KELLY CO., INC. 
508-512 St. Paul Rochester, N. Y. 
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ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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AINDER:-GARTEN 


WELTS and TURNS 


«Made Stronger To Wear Longer” 
HAE ies os FETE ot aes we **Kinder-Garten” Welts have 
Siig: Mae become knownas “Super-Serv- 
en m ice’ shoes because they ren- 
der more days of service to all 
boys and girls who wear them. 
This is ‘Kinder-Garten” 
Welt No. 3255—a leader in 
thousands of successful shoe 
departments. Overweight 
Black Kid Button, Imitation 
Tip, Chrome Elk Sole, Low 
Heel. 81% to 12 $2.50 
3256—Child’s, same as coe 


3261—Sizes 124% to 2. C 
and D Widths $2.85 
Complete ‘Kinder-Garten” 
catalogue to rated dealers 


= upon request. 
, “Every Pair Is 
Full of Wear” 


Kinder-Garten Welts and Turns MIITH- ALL A CE = nah yrreenlnereiner ho en 


“E Pair Is Full of Wear” 
wery Pair Is Full o ear SHOE Co. CHICAGO, ILL. 


ESTASLISHED 1846 
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Quick Sales - Big Money 
Big Opportunities 


CONFRONT DEALERS STOCKING 


LA CROSSE SHOES 


Every La Crosse shoe has lines of comfort, 
sturdiness, high quality of leather and 
workmanship. They are dependable for 
the wearer and as a stock proposition they 
are just the merchandise. 


Send for the La Crosse catalog. 
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No. 748—A trade winning value in a 
men’s 6-inch, bark-tanned English 


Grain Blucher, with box-toe over our a a Cro sse B oo t an d 


No. 88 Last; 9-iron single sole welt. 


INsTOCK Shoe Mfg. Co. 


LA CROSSE - - - WISCONSIN 
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satin Opera pumps with dainty silver 
trimmings have also been exceedingly 
good in this store as is also a particular 
novelty one-strap pattern in black satin 
with a very delicate silver ornament at 
the throat. 


Gray Suede the Big Bet at Miller’s 


'n the I. Miller store which has gained 
a wide reputation as distributor of 
no elty footwear gray suedes and gray 
suede- in combination with patent 
lecther have been particularly attrac- 
tie to customers during the past week. 
A wide variety of patterns are being 
shown but a particularly striking pat- 
tern is an instep strap with a vamp cut 
down very close to the shank on either 
siie. This particular pattern is being 
shown also in patents, black and brown 
satin, and in several colors of suede. A 

















Panel Pattern Strap Pump from 
Line of I. Miller & Sons, Inc. 


variation of the pattern is an inlaid 
quarter of contrasting color or of a 
different material which harmonizes with 
the vamp of the shoe. 


Dave Solomon Makes Change 


Dave Solomon who for a number of 
years back has been purchasing agent 
for O’Connor and Goldberg is severing 
his connection with that firm to engage 
in business on his own account. Mr. 
Watkin, for some time back manager 
of the O’Connor and Goldberg’s Madi- 
son Street store has formed a connection 
with the Diamond Shoe Company of 
Milwaukee and will move from Chicago 
to that city. 


Parisian Effects in O’Connor—Gold- 
berg Stores 


In the Madison Street store of O’Con- 
nor and Goldberg models which are 
exact copies of French patterns or 
Americanized modifications of French 
patterns are forming the bulk of sales. 
Both patterns and materials cover a 
wide range. A combination of materials 
and shades is a striking illustration of 
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the influence of French designing upon 
American footwear. In this exclusive 
store the gray suede also stand at the 
top as the most wanted material. All 
over, patent leathers and patent in com- 
bination with suede and other material 
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are quite largely shown. Here as in 
other stores black satin with delicate 
ornamentation are much in demand. 
A black satin colonial with rather large 
rhinestone buckles is one of the new 
attractive styles of this shop. 







Rochester 


year. The address was heard by about 
seventy-five prominent merchants. 


ROCHESTER STYLE SHOW 
COMMITTEE NAMED 


Group of Men Appointed to Arrange 
for 1921 Affair 


At the weekly meeting of the Roches-: 
ter Association of Traveling Shoe 
Salesmen, a suit case was presented to 
Charles H. Helmer, of the Empire Last 
Works, retiring chairman of the Style 
Show Committee, for his work on the 
last two style shows. Joe Byrne made 
the presentation speech. 

Clarke B. Rowley announced the 
following appointments for the 1921 
Style Show Committee: R. B. Leard, 
Utz & Dunn Company; Asa J. Peck, 
Burrows Shoe Company; J. P. Beatty, 
C. P. Ford & Co.; G. E. Connor, E. P. 
Reed and Company; Frank Cahil, 
The Menihan Company; D. D. Oster, 
W. B. Coon Company; E. L. Beasley, 
D. Armstrong Company; J. T. Tuthill, 
Dugan and Hudson; George J. Wilson, 
George J. Wilson, Inc:; Frank Shafer, 
Moore-Shafer Shoe Manufacturing 
Company; Harry M. Joy, Joy, Clark, 
Nier, Inc.; J. P. Byrne, John Kelly, 
Inc.; E. E. Ganung, Williams Hoyt & 
Company; Gus Schaub, Sherwood 
Shoe Company; Henry Duff, Wright 
and Peters; C. W. Anderson, Newcomb- 
Anderson Shoe Company; Fred Kunert, 
Piehler Shoe Company; Ben Blythe, 
Leach Shoe Company; Harry A. Chase, 
the Shoe Retailer, and Rossiter L. 
Seward, “Boot and Shoe Recorder.” 


Deplores ‘“‘Cut Price’’ Sales 


“Cut price sales are poor business,” 
Theodore F. Pevear, advertising mana- 
ger of the Stein-Bloch Company, told 
members of the Rochester Ad Club. 
Mr. Pevear said that the time, money 
and energy spent in promoting cut- 
price and clearance sales if used in push- 
ing goods during the season would clean 
up most of them and leave the dealer a 
better profit. He said that many mer- 
chants lose what profit they make in the 
regular season by their cut-rate sales in 
the dull months. Mr. Pevear declared 
that for catering to the general trade the 
newspaper offered the best advertising 
medium, and urged use of advertising 
space five days a week, at least, week in 
and week out, for fifty weeks in the 


Unique Window Display Wins Busi- 
ness 


Display of odd-sized footwear in the 
windows has stimulated the business 
of William Eastwood & Son Company. 
Beside each pair of shoes or low-cuts in 
the windows is a card containing the 
size, description of the footwear and the 
price. The prices have been very rea- 
sonable, and many persons who were 
unable to find their size went into the 
store, anyway, to make purchases be- 
cause they were impressed by the odd- 
sized shoes. 


Shoe Factories Busier 


Shoe factories here gradually are 
taking on more workers and making a 
strong effort to get back to normal. 
Recent style shows have been produc- 
tive of much buying which may explain 
the new activity. Display advertise- 
ments recently appeared in the city 
papers which said that a large manu- 
facturing concern “wanted at once” 
experienced pump stitchers and fancy 
stitchers. 


Were $12 to $15—Now $5 


Westcott-Whitmore Company, 35 
South Avenue, has been conducting a 
clearance sale in which any shoe, oxford 
or pump in the store, said to be formerly 
$12 to $15 values, was placed on sale 
at $5. 


Unemployment Still Difficult 
Problem 

C. J. Dollen, superintendent of the 
State Employment Bureau branch in 
this city, in his January report states 
that 2,010 persons were placed in jobs 
in that month. Pointing out that many 
were only given short-time jobs, Mr. 
Dollen declares that the unemployment 
situation here has not improved appre- 
ciably. Applications for work filed at 
the bureau during the month numbered 
3,194, and 795 of these came from men 
who never before had used the bureau 
while the rest were renewed registra- 
tions. Tuesday, February Ist, was the 
record day thus far in the number of 
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destitute cases sent to the bureau by 
welfare societies and social workers. 
Thirty-nine cases were received on this 


day. 


Factory Executives Have Meeting 


Members of the Rochester Associa- 
tion of Shoe Superintendents and Fore- 
men held a supper on Wednesday eve- 


SALES STILL BEING HELD 


And New Styles Being Shown at 
Same Time 


As February lst was inventory time 
fur the majority of the retail shoe 
siores in this city, they are now featur- 
ing after inventory sales in order to 
ciean up the odd lots and discontinued 
{ines in boots. Without exception these 
sales are meeting with quite a success, 
and while it means disposing of goods at 
ridiculously low prices, it is a very good 
business move as it allows the mer- 
chants to turn this money over into new 
Spring and Summer goods. Several of 
the merchants say that at the price 
some of their goods are marked, they 
would not be able to repurchase the 
same goods if the prices were down to 
the pre-war level. 

With these sales, the merchants are 
showing the newest Spring styles in 
low cuts. These sales work to good 
advantage at this time of year, as they 
enable the merchants to get the trade 
in to their several stores at which time 
they cannot help but see the new 
Spring styles. In one instance a woman 
who went into a store with every inten- 
tion of purchasing one style but after 
seeing the new Spring styles, she not 
only bought a pair of gray suede strap 
pumps, with Louis heels, but also one 
pair of ‘‘those sale boots’ of tan calf 
with military heel. 


Novelties Have Sold Well 


The merchants have bought heavily 
of the newer styles of Spring footwear 


Columbus 
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ning in the Sherwood Shoe Company's 
dining room. Dr. John F. Forbes, of the 
Rochester Business Institute, who was 
the principal speaker, told his hearers 
that the spirit of service was becoming 
more pronounced in the business world. 
George Woodcock, vice-president of the 
Sherwood Shoe Company, compli- 
mented the association’ on its splendid 
organization. 


and will have no trouble of disposing 
of all the goods that they have pur- 
chased of thé newer styles. The shoe 
merchants who have put off their 
buying until now are up against it, as 
all the plants manufacturing the novel- 
ties are sold up to about April 15, 
and as Easter Sunday comes March 
27 this year it will be impossible for 
these merchants to obtain the newest 
styles until after this date. 


Styles Shown.in Windows 


The show windows of all the down- 
town stores are very tastefully decorated 
in many different styles showing the 
new Spring styles to advantage. One 
sees the gray suede, brown suede, two- 
tone of brown and gray, gray and 
patent leather, all with the covered 
Louis heel and in the strap effects. 


Factories Increase Capacity 








The manufacturers are now running 
their plants at about a 45-hour a week 
schedule and with an almost normal 
force of workers they expect to be able 
to continue their plants running until 
the Summer vacation period sets in. 

The shoe jobbers report a very 
decided change among the merchants as 
to buying goods, they having bought 
more heavily this month than any 
time since about the middle of Novem- 
ber. Rubber orders are now being 
taken for next Fall’s business and from 
the reports received the volume of these 
orders compares very favorably with 
this time last year. 





Cincinnati 


RETAIL BUSINESS IMPROVES 


Particularly Heavy Is Demand for 
Low Footwear 


The first month of the new year ended 
with aggregate sales that were satis- 
factory to the local retail merchants. 
The usual January clearance sales in- 





cluded shoes of every nature. Prices 
have been so attractive that the public 
could Hardly overlook them. Buying 
on the part of the public has been stimu- 
lated to a noticeable degree since mer- 
chants have been in a position to tell 
their customers of the recent change in 
the trend of the market and its probable 
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effect upon future retail prices. One 
unusual feature of this increased de- 
mand has been the excessive demand for 
low footwear. In women’s lines, eighty 





























JOHN G. HOLTERS 


New President of the Cincinnati Shoe 
Manufacturers’ Association 








per cent of the sales have been in low 
shoes. Tan calf oxfords and strap 
effects have been most popular, while 
blacks and grays have run a close 
second. The movement of high shoes 
has been abnormally slow. Retail 





SOLD UP TO MAY FIRST 


Announcement Made by a 
Cincinnati Manufacturer 


An interesting development in 
the style game and the effect of 
the concentration of business in 
the few weeks before the opening 
of the season is to be noted in the 
announcement of Julian & 
Kokenge Company of Cincin- 
nati. This startling statement 
reads: 

“We cannot accept any orders 
for delivery prior to May 1, 1921, 
We were compelled to decline 
$500,000 worth of business at 
Milwaukee.” 











merchants generally are too well stocked 
in these lines. Local merchants report 
that price plays no part in the demand 
for this type of footwear. “Boots are 
selling at a premium,” says one of the 
larger down-town merchants. 
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Styles They Will Wear--In Stock 


Snappy, Quick 
Selling Styles 


In Stock—Order 
Now for Imme- 
diate Business. 
You can order 


No, B251—All Black Ooze Calf, 14-8 Hoel, sizes as needed. 


Welt. Price 
” 
No. B252—All Brown Ooze Calf, 14-8 Boel No. B243—All Black ‘ oze Calf, One-Strap Model. 16-8 

ale. ‘Beles 36.3 Black_Ooze Covered wy ood Louis Heel, Turn $6.75 


No. B245—All Brown Ooze Calf, One-Strap Model. 16-8 
Brown Ooze Covered Wood Louis Heel, Turn...... $7.00 


No. B250—AlIl “Lawrence’s Color R” Gray Ooze Calf 
net ig Model. 16-8 Gray Ooze Covered Wood Louis 
$7.75 


TERMS: NET 30 DAYS 


JOY, CLARK & NIER, INC., Rochester, N. Y. 


























WHITE DIAMOND 


FINEST IN QUALITY 
AND RESULTS 

ls the logical white Shoe 
Cleaner because it cleans 
instead of covering the dirt 
or, stain. 
IT’S WA1ERPROOF 
Rub the powder well into the 
fabric of the shoe and you 
may go out into the rain with 
out even dampening the fab- 
ric of the shoe. 
CANVAS, NUBUCK, KID, 
SUEDE 
all cleaned without leaving a 
faint trace of disfiguring 
marks. 
ALL COLORS 
WHITE DIAMOND is ayail- 
THE ONLY able in white, palm beach, 


WATERPROOF gray, brown and black. 


WHITE SHOE USERS 
CLEANER MORE THAN 500,000 























MILLER-WALKER LABORATORIES - DETROIT, MICH. 
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Lape Given Testimonial Dinner 


A testimonial dinner for H. N. Lape, 
of the Julian & Kokenge Company, was 
given at the Sinton Hotel last Monday 
evening, February 7, by the Cincin- 
nati shoe manufacturers who were ex- 
hibitors at the Milwaukee Convention. 
Mr. Lape was chairman of the commit- 
tee in charge of the Cincinnati Exhibit, 
which took the second prize among the 
other market displays. He gave un- 
sparingly of his time in working out the 
details of that which proved a success 
for ‘this market. His aggressive spirit 





ADVANCE STYLES SHOWN 





Plan to Have Good 
Variety 


Merchants 





Advance styles of Spring merchan- 
disc are finding their way into the show 
windows of the leading stores of the 
city, and promise to displace entirely 
the “‘Special Reduction Sales,’’ which 
have become so common as to threaten 
to make the window trimmer’s job one 
of quantity rather than one of quality. 
Ladies’ and children’s oxfords are 
coming in on every train, and men’s 
store managers state that their Spring 
stocks are either on the way already or 
being held until shipping orders are 
given. 

A good variety of merchandise is the 
object of the merchants, but not an 
unlimited variety, as was the case last 
year and the year before. They seem to 
think that the people would rather 
have a good, staple line of goods to 
pick from than have a wide choice of 
more or less mediocre shoes in which a 
true fit would be more of an accident 
than anything else; and the signs of 
the times indicate that they have been 
right in their judgment. 

This year’s styles are among the 
prettiest of many a moon and the 
remark is often made by the women 
that they “have a good pair of low shoes, 
but simply must get a pair of those 
lovely ankle straps,” etc. The heels are 
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and his unflinching nerve in putting 
across the project were lauded in respect- 
ful terms by the other members of the 
market. 


Potter Shoe Employes Given Dance 


The employes of the Potter Shoe 
Company and their friends were given 
a dance at the store last Saturday eve- 
ning, February 5, by the officials of the 
organization. This store has found that 
events of this nature are very helpful 
in maintaining a good morale among 
their coworkers. 


Akron 


lower than last season’s. Combinations 
of grays and blacks, both dull and 
patent, with high ankle straps are very 
charming, and have already made 
their appearance on the streets in large 
numbers. One, two and three straps 
with side buckle effects also seem likely 
to become favorites. 


Business Holding Its Own 


Business continues to hold its own. 
The month of January was quite 
naturally lower in actual dollars and 
cents taken in than January, 1920, but 
there is no comparison between last 
year and this. Although no spectacular 
changes have been made in the local 
and nearby factories a general feeling 
that the “worst is over” is getting a 
grip on the people, or rather this feeling 
seems to have gradually grown into the 
unsuspecting masses and business men 
alike. A better understanding is al- 
ready developing between labor and 
capital and there is every reason to 
believe that socialistic tendencies -are 
on the decline. An instance is the 
forum conducted by the Goodyear Tire 
and Rubber Company. A _ regularly 
elected Senate and House of Represen- 
tatives represents the employes in all 
important deals in the plant. Ques- 
tions which might have caused a strike 
in another plant are arbitrated, and 
settled without the world knowing that 
anything serious was up. 


Providence 


RETAIL BUSINESS IMPROVES 


Decided improvement in trade is re- 
ported this week in most all retail shoe 
stores of Providence. It is true that 


sales are being held in nearly every 
store and that many substantial cuts 
have been made in the prices of mer- 


chandise, but it is not unusual for sales 
to be held at this time of the year. 
Local merchants are much encouraged 
over the outlook. 

Louis Steinert, assistant in the shoe 
department of the Outlook, the largest 
department store in Providence, re- 
ported business as being good, not ‘only 
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in the shoe departments but through- 
out the whole store in general. 





Retail Association Meets 


The second regular monthly meeting of 
the Rhode Island Shoe Retailers’ Associa- 
tion was held on February 1 at the Sul- 
livan Shoe Company store on lower 
Westminster Street. After a chicken 
supper had been served, E. S. Lafay- 
ette, delegate to the National Conven- 
tion at Milwaukee, gave some very 
interesting facts on the doings there. 
Arthur L, Evans, president of the Re- 
tail Shoe Salesmen’s Institute, gave a 
talk on the work of the round tables of 
the Boston Retail Shoe Salesmen’s In- 
stitute and Shoe Fitting. Plans were 
formulated for round table instruction 
classes in Providence, of the same nature 
as those now being conducted in Bos- 
ton. Many out-of-town members were 
present. 


Regal Sale Successful 


One of the most successful clearance 
sales in the city is that being conducted 
by the Regal shoe store. William W. 
Monroe, manager, says trade is good 
and that patrons at his store are taking 
advantage of the price reductions on 
footwear. 


News from Pawtucket 


At the Modern Shoe Stores, Paw- 
tucket and Providence, a “Gigantic 
Clearance Sale” is taking place in both 
cities, and “‘savings up to and below 
manufacturer’s cost are announced.” 
M. Moran, manager of the Pawtucket 
store, states that trade buying is good. 


An “Odds and Ends” sale is in prog- 
ress at Evans and Young’s, a well-known 
Pawtucket high-grade shoe _ store. 
Women’s shoes of well-known makes 
are being offered at $4.65. Clinton 
Young states that business, though 
somewhat quiet the past month, is 
beginning to come into its own. 


In the big display window of Butler’s 
shoe store, on February 2 and 3, a very 
unique display of moccasin making was 
in progress which greatly attracted the 
eye of the passers-by. Mac, a genuine 
Indian of Oldtown, Maine, attired in a 
costume worn by the Micmac tribe, sat 
beside his tepee, with a picture back- 
ground of Indian chiefs, engaged in 
demonstrating to the onlookers who 
thronged the sidewalk the manner in 
which Micmac moccasins are made. 
William P. Butler, manager, states that 
this demonstration brought to the store 
increased sales in both shoe depart- 
ments. This high-grade store sells the 
well-known Wichert & Gardiner and 
Stetson shoes. 
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212 ESSEX STREET C. H. DANIELS, Pres, 


Consolidated Shoe Company * 


INCORPORATED : 
: on 


Boston, Mass.,U. S.A. Feb 


CHILDREN’S SHOES | a 
Factory IN STOCK Dept. 


READY FOR IMMEDIATE SHIPMENT 
Shoes, Rochester and Pennsylvania Made, That Will Give a 


Maximum of Service at a Minimum Cost 
Prices Quoted Are Based on Today’s Market } 


BABY’S FIRST FLEXIBLE f 
“FOOT PRINTS” Dy « ~ 


Patent Foxed Pattern, with Milo ¥ [A “FOOT PRINTS” TURNS 
Buttons and Tassel, Turn. Sizes [apes ottad es Black Kid, Whole Quester Button pal 
bow * I le 


1-5. No Heel. " t 
953—White Cab. Top Kid Tip, Turn, H $1.60 


= er F y 200—4-8 Spring Heel 
967—Red Cab Top......... 1.20 ‘ sin 400—84-11 Spring Heel .. .1.95 


Foxed Pattern, with Plain Buttons, id Whol arter n, 
no Tassel, Turn. Sizes 1-5. No Ba Tie toe D Width. Butte 
Heel. 220—4-8 Spring Hee’,..... 
921—Patent, Dull 2. - +e lO ‘ 420—84-11 Spring Heel... 
922—Pat., White Cloth Top . 1.00 } 
923—All Black Kid 1.00 Patent Vamp, Mat Top, Button, 
Whole Qu P th Mil seas" Spring Heel. a $1.60 
le arter Pattern wi ilo i 7 
Buttons and Tassel, Turn Sizes SALESMEN WANTED for Popular Priced Fac In- 416—84-11 Spring Heel... 1.95 
1-5. No Heel. Stock Department. Co te Line Baby’s First Flexi- 

*951—All Brown Kid " bles; Infants’ and Children’s Turns; Children’s, Misses’, Patent Vamp, White Calf Top, 
956—All Black Kid 2 Big Girls’ and Young Ladies’ High Grade a Can Button, Plain Toe, Turn. D 
954—All White Cab 1.20 be carried as side line. Shoes, New York and Width. 
973—All Cham . vania made, will give extra good service. 210—4-8 Spring Heel 
977—All Red 1. 410—84-11 Spring Heel... 
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No. 306-No. 308 CO. No. 1406 


Black and Brown Top Women’s Latest Shade 
sede Hose Cob. SBye- | 111 Reade St. New York City j 720 Side Leather Saddle 


let Oxfords. M. H. Strap Brogue Oxford, 
with Rubber Heels. 


2.35 | 
, MANUFACTURERS AND JOBBERS Best Quality Welt. 


OF $4.35 
WOMEN’S AND CHILDREN’S SHOES ; 














WONDERFUL VALUES 











Our Mr. Copeland will meet you and show all 
TOP our features for your approval at the Crescent 

Shoe Company’s Booth No. 77 in the Hotel Casey 
during the Pennsylvania Shoe Retailers’ Associa- 
— irae at Scranton, Pa., February 21st 
an . 


SUEDES | one lg ag Mr 
In Gray, Brown and rowin irls’ te 
Bleck. Full Louis Cov- eet cae cee, Back 
ered eel. Also in E 
Baby Louis Heel, in EVERY SHOE A er Vamps. 
Novelty Strap Styles. $2.50 


Also in Russia Calf. TRADE WINNER $2.75 


$4.50 $3.25 
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Wage Cut Announced 


The National India Rubber Company 
of Bristol has announced a wage reduc- 
tion of from 10 to 20 per cent, effective 
February 7. It is stated that this re- 
vision: is made necessary by the reduc- 
tion in the selling prices of footwear, the 
ower cost of living and the readjust- 
ment of business in general. 


Mellion a Benedict 


Maurice J. Mellion, proprietor of the 
Boston Sample Shoe Store at Paw- 
tucket, recently went through the 
nece ‘sary steps toward securing a part- 
ner for life. Miss Ida Cohen of New 
Bedford, Mass., agreed to become a 
partner of the firm and became Mrs. 


MAURICE J. MELLION 
Proprietor of Boston Sample Shoe Store 


Mellion the past November. A honey- 
moon trip was spent at Niagara Falls, 
New York, Philadelphia and Atlantic 
City, after which the newlyweds set- 
tled in their home at 330 Prospect 
Street. 


Rubber Wage Cut 


The Woonsocket Rubber Company, 
footwear division of the United States 
Rubber Company, has announced a 
downward wage revision, effective Feb- 


| tuary 7. The percentage was not given. 
| The Alice Mill here and the Millville 


Mill at Millville, Mass., aggregating 
2,500 employes, are affected by the 
cut. The Millville Mill at present is 
shut down, while the Alice plant is run- 
ning on short Lime. 
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Boston 


THE RETAIL{TRADE 


Public Buying Evenly Divided Be- 
tween Reduced Goods and New 
Spring Models 


The sales of shoes at reduced prices 
are continuing strongly and this condi- 
tion will prevail throughout February, 
when the old stocks will have been 
liquidated so thoroughly that hardly a 
vestige of them will remain. In many 
cases at the present time, the goods 
offered are brand new shoes. But the 
real snappy styles will commence to 
make their volume showing about 
March 1—they are already shown in the 
windows and store interiors at the pres- 
ent time—the two-strap Russia calf 
brogue in medium tan shade, with 
a Cuban heel; in the suedes with 
full Louis and baby Louis heels, 
in the popular strapped effects—of 
gray and brown and black. A pretty 
style is the twin button strap, beaded 
and stitched. 

Some of the stores at the present time 
are showing sport shoes for the Febru- 
ary 22 holiday. This date comes on 
Tuesday and many Boston people will 
take advantage of the week end to go to 
some of the northern New England 
states for skating or snowshoeing, or 
other Winter sports. Usually a good 
sale results from this advance sport 
shoe showing. 

Satins and patent are shown and 
promise to be big sellers—also combina- 
tions of patent and suede. 


A Mild Weather Episode 


One of the features of the mild 
weather is the tendency of the public to 
exchange arctics bought earlier in the 
season. A retail merchant reports that 
one day recently he bad ten pairs of 
arctics presented for credit. 


A STYLE PREDICTION 


President J. J. Buckley Says Watch 
Black Satins and Patents 


J. J. Buckley, president of the Massa- 
chusetts Retail Shoe Merchants’ Asso- 
ciation, says: ‘‘Black and brown satins 
are going to be very popular this Spring 
and Summer. I also think that patent 
leather is coming back into its own and 
that the retail merchant will have more 
sales on patent in 1921 than for many 
years past. President Buckley also 
stated that he did not think gray would 
be a volume seller. 

He felt that the creations of the better 
grade manufacturers would be imitated 
by manufacturers making cheap lines. 
“Gray will become so common,”. said 
Mr. Buckley, ‘‘that the best class of 


trade will not want grays. As to heels, 
it will be a 50-50 proposition between 
baby Louis and Louis heels. More 
customers than ever are asking for baby 
Louis heels. Cuban and baby Louis 
heels are the proper caper this year.” 


AT THE WALK-OVER SHOP 


Manager Goebel Says Cuban Heels 
50, Baby Louis 35, Louis 15 Per 
Cent 


At the Walk-Over Shoe Shop, 170 
Tremont Street, Manager John Goebel 
stated that business has been very good. 
His predictions for Spring in women’s 
wear are that the strap effects will be 
popular in suedes and in Russia calf of a 
medium shade. In regard to heels, he 
predicts that the percentage of Cuban 
heels worn will be 50 per cent, 35 per 
cent on baby Louis and 15 per cent on 
full Louis. Mr. Goebel believes that 
this is going to be a big white year in 
women’s footwear, in sport effects. 
He says that the ball strap will be a big 
seller, and believes that brogue styles 
are on the wane for both men and 
women. “The men are at present time 
buying more plain than brogue styles— 
I believe the percentage of light tans 
will be 50 per cent, with mahogany as 
the remaining 50 per cent,” said Mr. 
Goebel. 


A BETWEEN-SEASONS WINDOW 


At Shepard, Norwell Company’s— 
No Prices Given 


A “Between-Seasons Window’ has 
been shown at Shepard, Norwell Com- 
pany the past week. A touch of gray 
chiffon, a lamp with an old rose shade, 
and an effective screen produced a very 
artistic effect. And no prices were 
given on the footwear displayed. Man- 
ager C. B. Merrill of the shoe depart- 
ment stated: “Prices on window mer- 
chandise sometimes drive customers 
away. They look at the price and do 
not come in to investigate. Our prices 
range from $12.50 down. You see that 
they are still picking away at the $3.85 
odds and ends and discontinued lines. 
I find that if you put out good merchan- 
dise at a price, the crowds will flock to 
your store. The public wants merchan- 
dise, the way that they respond to 
special sales shows that. Our $10 price 
has made many sales—we have done a 
splendid business on this special. Janu- 
ary in the shoe department was a big 
month and February has started out 
well. A year ago, we pulled off that big 
sale, during which we took in $10,000 the 
first day. Our business increased four 
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TANNERS CUT SOLE CO. «« 


Oak and Union Cut Soles of 
Uniform Quality, Cut and 
Sorted to Standards by Ex- 
=. Enlarged Capacity and 

ariety of Grades enable us 
to supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: DISTRIBUTION OFFICES: 
90 Wareham Street 321 Summer Street 
BOSTON, MASS. BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


em 
on 























A REAL INDIAN MOCCASIN==) Ste. Mate thedtins 


No stitching touches the foot. 1 Sue 
Flexible sole. Plenty of room. RE aN inten daeailiiagiinmeas 
Wonderful house and play shoe AS ee Everlasting Decorative 
for Infants and Growing Chil- ON ee Flowers and Plants, 
dren. Made in Smoked, se on es Vines and Garlands. 
Tan and Dark Brown. iS Oy? eg se My illustrated catalogue 
PRICE VERY ATTRACTIVE. BL Sag wich se ay et yam 


Inquiries promptly answered. 





COLLYER MOCCASIN CO. ) Se ooo 


245 Burrill Street - - Swampscott, Mass. NEW YORK 
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QUALITY FELT SLIPPERS 
for 
MEN — WOMEN — CHILDREN 


Visit our Boston Office—H. R. 
Holden & Co., 134 Summer Street, 
F.J. H. Jones, N. E. Representative. 


THE ENTHUSIASM 

AND ENERGY OF 

A YOUNG FIRM 
Pade H(VenE® 


HARNEY, TRACY, CREHAN CO. 
FACTORY ° 589 ESSEX ST., LYNN. MASS. 
BOSTON OFFICE: 10 HIGH STREET. 





MARTIN FELT SLIPPER CO. 
76A May Street ~ Worcester, Mass. 
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| j} FOREIGN BUSINESS 

istler, Le sh & Co. Your overseas customer prefers to do business his way. 
i If he does not read English, he should be written to in 

SOLE LEATHER | nce —_— Make it easy for him to understand 
— | | Sic torsn’'Not only Teter, But catalogs, brocburen | 


EI TT | pamphlets, etc. 
B TING BU s Write the Editor, The Export Recorder, 207 South St., 
TANNAGES Boston, for his opinion of our work. 


St. Marys Mt. Jewett Burke Muskegon jj | D’AVESNE TRANSLATION BUREAU 


332 Summer St., Boston, Mass. 755 Boylston Street Boston, Mass. 
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Are you ready for this 
Spring Business? 





Wynn the next few weeks many of 
your customers will begin to call for 
Repco Heel and Edge Enamel. They are 
the folks who have used Repco before and 
learned how good it is. Give them exactly 
what they ask for—more Repco. Nothing 
else will satisfy them. 


Other customers will say “Give me a good 
heel and edge enamel.” Sell those people 
_ Repco, too. They will appreciate the favor, 
for there is no enamel quite so good as Repco. 
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as what about the rest of your custom- 
ers who have never heard of heel and 
edge enamel? A lucrative bit of business 
waiting to be developed! Show them a bot- — 
tle of Repco. Explain how it preserves the 
shoe and gives it style and trimness. You'll 
surely make a sale. 


Of course it stands to reason that if you 

BRANCHES want these Repco profits you must have a 

Auburn, Me. Marlboro, Mass. stock adequate to meet demands. Repco 
nc ae a pram naira is made in all the fashionable colors—white, 
Cincinnati, Ohio New York, N. Y. ivory, light gray, dark gray, champagne and 


Haverhill, Mass. Philadelphia, Pa. 
Johnson City, N. Y. Rochester, N. Y. Havana brown. Better make sure of a de- 


L » Mass. San Fr isco, Cal. e ° 
meee cies oC livery by sending your order to us today. 


Bee iiitieliiiiis| 


United Shoe Machinery Corporation 


Boston, Mass. 


VETUAEACOPOAOEQOEOOCUEEESAEOCOCOOOORAEOGAGOEED GOA AUUOOOAEUTOGOUEAOOEN OEOREUAOOOOOOOOOUELUAOONOREUOGSANEE UU EUUOOOUOGUONONEUONEGAEENNROOONNEEROUAGEEENOOUENEEN EVUUNEEEODUNOEORNNETWNENONN 
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Bates—OQuick Action 


0122 
Brogue 


Wedgemere 2 Siti ' % 
Tan Cordovan Sen. ee ee ee Tan Bd. Side 


ERE are two unusually desirable Bates styles on 
which we can accept rush orders for immediate 
shipment. They are ready sellers at all Bates agencies 


carrying them. 


The ‘““Wedgemere”’ and “‘Brogue”’ are two of our new- 
est and smartest lasts. Both lean toward the present 
popularity for slightly wider foreparts. The ““Wedgemere”’ 
combines attractiveness with moderately conservative lines; 
the “Brogue”’ fills every requirement for newest “snap” in 


this kind of shape. 


Dealers who have delayed ordering stock for pre- 
Easter business will find these and other Bates in-stock 


specialties genuine life-savers. 





A. J. BATES COMPANY — 


WEBSTER, MASSACHUSETTS 
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times. This year’s January sale was 
about twice over that of normal years. 


New Junior Heel 
“A Junior heel is about to make its 
appearance in our store,” continued Mr. 
Merrill. ‘“‘This will be something be- 
tween the Louis and baby Louis—it is 
more rugged than the French heel, and 
will come in a height of about 12-8. I 


f believe the heel sales percentages in this 


store will be—65 per cent on Cuban and 
military—the other 35 per cent will be 
divided between baby Louis and Louis.” 


EXTENDING BUSINESS 


Cohen & Weinstein at. 209 Essex 
Street, February 15 

A change in business location which 
will be very interesting to the many 
friends of two of Boston’s young whole- 
sale men is taking effect on February 15, 
1921, when the firm of Cohen & Wein- 
stein move into new and much larger 
quarters at 209 Essex Street. 

This firm started some three years ago 
at 205 Essex Street, Boston, Mass., and 
has steadily increased its business until 
it has completely outgrown its present 
location. 

Both Messrs. Cohen and Weinstein 
are young men who have literally grown 
up in shoe wholesaling and therefore 
have acquired a very intimate knowl- 
edge of the requirements of the trade 





(Photo by White) 
A. E. COHEN 


they serve, which is principally the 
large department and chain stores, as 
well as mail order houses. 


A Central Location 


The firm have always made aspecialty 
of having created a goodly supply of 








attractive jobs and also carry regular 
lines of shoes which they now plan to 
enlarge in proportion to the increased 
demands that have been placed upon 
them by their customers. 





(Photo by White) 
J. WEINSTEIN 


The new quarters which they will 
occupy afford them not only a very 
much larger opportunity for storing and 
displaying their stock, but also a special 
advantage in the splendid location from 
the business point of view. It is di- 
rectly in the heart of the Boston shoe 
wholesale district, very accessible to 
hotels and railroad terminals, which 
not only makes for the convenience of 
the buyer, but also for prompt ship- 
ments of the orders he places. 


Welfare Committee Members 


Three new members have been ap- 
pointed on the Welfare Committee of 
the Massachusetts Retail Shoe Mer- 
chants’ Association to take the places 
of Walter Leith of Hanan & Son, I. F. 
Foster of William Filene’s Sons Com- 
pany, who. are now located in New 
York, and W. W. Willson, who as Gen- 
eral Chairman of the 1922 N.S. R.A. 
Convention Committee cannot be 
an active worker on the Welfare Com- 
mittee. These new members are: Fred 
W. Small of Gilchrist Company; C. C. 
Ferrers of Jordan Marsh Company, 
and Mr. Hanley of A. E. Nettleton 
Company. Mr. Irving B. Howe and 
President J. J. Buckley are members of 
the same committee. The duty of this 
committee is to look after the best 
interests of the retail shoe salesmen. 
President Buckley is much interested in 
co-operating to the fullest extent with 
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the salesmen. He is planning a joint 
banquet for merchants and salesmen to 
take place in a couple of months. 


Orthopedic Business Increases 


H. F. Salisbury Company who retail 
orthopedic shoes, at room 720, Little 
Building, finds that its business has 
almost doubled over that of last year. 
January and February so far have been 
very fine months. This concern started 
in business a little over four years ago— 
it is not a sample shoe store, but a store 
devoted to the sale of orthopedic foot- 
wear. The H. Salisbury Company does 
not advertise in the newspapers. It 
depends for customers upon those peo- 
ple whom the doctors send to them, also 
on the hospitals. This Spring the com- 
pany intends to carry several semi- 
dress shoes. Prices on orthopedic foot- 
wear at this store have been reduced 
about $3.00 on the pair. 





At Doctor Reed’s 


At the Dr. Reed Cushion Shoe Com- 
pany, Inc., 39 West Street, business is 
reported as uniformly good, with an 
increasing demand for oxfords. This 
store is well cleaned out of odds and 
ends, and the stock is in excellent con- 
dition. 


AT THE ROUND TABLE 


Activities of Boston Retail Shoe 
Salesmen’s Institute 


At the Round Table of the Boston 
Retail Shoe Salesmen’s Institute of 
February 2, prizes were awarded from 
the donation made by R. R. Wilkinson, 
manager of the shoe department of 
Cohen Bros., Jacksonville, Fla., for the 
three best papers on ““The Ideal, Prac- 
tical Salesman.” The first prize of $5.00 
was won by James H. Creed of Thayer 
McNeil Company; _ the second prize of 
$3.00 was won by E. A. Kublen of Will- 
son’s Shoe Shop, and the third prize of 
$2.00 was won by William L. White of 
the shoe department of Jordan Marsh 
Company. All of the papers of the 
group were well written, but those 
awarded prizes contained the best 
rounded out thought. 


Size Not Mentioned 


At this meeting a report was read on a 
weekly survey as to whether customers 
wanted fit or a particular size. The 
answers brought out the fact that only 
a few customers asked for a certain size. 
Peter F: Girard, of Hagan’s Shoe Store, 
said that he thought an improvement 
was being shown right along in custom- 
ers being fitted without insisting upon 
a certain size. “In my store,” said Mr. 
Girard, ‘“‘we keep away from the men- 
tion of size. The modern salesman 
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THE STYLE 


That Leads Them All 
LA MODE ONE STRAP 


B igen last word in strap models; one of the snappiest and daintiest 

styles shown for Easter wear. Made with single sole to imi- 
tate a turn, and with a covered 16-8 LXV heel. The following 
numbers ready for delivery about March 1: 


No. 630—Black Suede with Dull Calf Trim- 
ming 
No. 631—Brown Suede with Cocoa Calf 
6.00 


No. 632—Gray Suede with Patent Trim- 
i 6 


No. 633—Black Kid with Black Suede 
Trimming 5.50 


No. 634—Brown Kid with Brown Suede 
Trimming 5.75 


Widths A to D 
Sizes: A, 414 to 8; B, 4to 8; C, 3 to 8; D, 2% to 8 


GET YOUR ORDER IN TO-DAY 





Thomson-Crooker Shoe Co. 


18 Station Street :: Boston, Mass. 
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never asks the customer what size,” 
said Mr. Girard. “In the olden days we 
used to say something about it, but we 
do not permit that now. We use our 
own, judgment—and the customer is 
not bewildered.” 

It was also brought out in this argu- 
ment that when the public wants special 
treatment, it goes to a specialist; the 
retail shoe salesman should be an expert 
in foot fitting and on him the public 
must depend; the man or woman being 
fitted must place himself or herself in 
the hands of the shoe salesman, just the 
same as a woman who wishes her teeth 
looked out for correctly leaves the mat- 
ter entirely in the hands of the dentist. 


Abnormal Feet Studied 


The bones in the foot were then 
studied and every salesman named 
them. Cases were cited of abnormal 
feet. President Evans mentioned a re- 
markable family of old New England 
stock. There were seven members in 
this family—five women and two men. 
The five women averaged six feet in 
height and the two men way over six 
feet. Every one in this family had 
either six toes or six fingers. One of the 
men was a traveling salesman and 
attracted much attention when he 
signed his name on a hotel register, as he 
was always careful to hold his hand so 
that the sixth finger showed very 
plainly. 

President Evans mentioned . some 
films which he intended to present in 
the near future—~one, through the cour- 
tesy of E. T. Wright & Co., Inc., show- 
ing “sole mates,” and one shown 
through the courtesy of the United 
Shoe Machinery Company, how a 
Goodyear welt is made. 


Next Meeting February 16 


On account of the meeting of the 
Massachusetts Retail Shoe Merchants, 
woich took place at the Shoe Trades 
Club on February 9, the Round Table 
Group meeting for this week was post- 
poned until February 16. 

At the February 16 meeting, the 
question of flexible and stiff shanks will 
be discussed. Two different points of 
view will be presented. The class text- 
book between certain pages will be used 
and also the part which has been 
written by William Walsh, retail shoe 
merchant of South Boston. A “red 
hot” debate is promised. 


RETAIL SALESMEN’S MEETING 


Will Be Held on February 14 to Dis- 
cuss Plain Shoe Marking 


The next regular meeting of the 
Boston Retail Sboe Salesmen’s Asso- 
ciation, Inc., will be held at the New 


Seville, 130 Boylston Street, on Mon- 
day, February 14, at 6.30 P. M. 

Several matters of importance to the 
Association will come up for action and 
a full attendance is hoped for. The 
following subject will be debated: Re- 
solved: That in marking the signs in 
shoes it should be in plain figures as the 
uniform method; the affirmative side 
will be taken by Henry H. Dahl, 
E. Roy Smith; the negative by P. F. 
Girard, E. N. Chalmers. 





The ‘“‘Recorder’’ Thanked 


The following letter has been 
received from L. W. Hollis of the 
Round Table Group of the Boston 
Retail Shoe Salesmen’s Institute. 
Mr. Hollis is chairman of the: 
Educational Committee of the 
Boston Retail Shoe Salesmen’s 
Association. 

At a meeting of the Round 
Table Group of the Retail Shoe 
Salesmen’s Institute held at the 
Shoe Trades Club on Wednesday, 
February 2, it was unanimously 
voted that a vote of thanks be 
given to your paper for the appre- 
ciation of the Round Table Group 
and complete publicity of our 
educational work in the Janu- 
ary 29 issue. 

We wish to say that the work 
we are carrying on in this Round 
Table Group is most interesting , 
and educational and nobody but 
the members of this group realizes 
what the retail shoe salesman who 
does not join us is missing in the 
way of education in his every- 
day work. 











An amendment to Article 4—Section 
1—of the Constitution and By-Laws 
will come up for action. 


LEATHER EXHIBIT INTERESTS 


Large Number of Shoe Manufac- 
turers—Some Foreign Shoes 
Shown 


The second annual exhibit of upper 
and sole leather held under the auspices 
of The Weekly Bulletin, concluded 
last Saturday, with a large number of 
visiting shoe manufacturers, who came 
to see what the 125 tanneries exhibiting 
had to offer. Two lines of foreign-made 
shoes attracted much attention—that 
of the Toomay Company (Boston & 
Co., Ltd., Shoes), England, and that of 
Perrouin Bros., of France. 

L. R. Schwab, who with E. S. Gile of 
the Weekly Bulletin were in charge, 
reported that there had been quite a 
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few sales of calf leather and a scramble 
for gray skins, of which some very 
beautiful specimens were shown, al- 
though there was no selling at the ex- 
hibit, which was held for study pur- 
poses rather than for show, and was 
arranged in a moderate sized space, 
classified so that a visitor could examine 
different tannages side by side in a 
short space of time. 


Some Curiosities 

In the list of samples were found 
several curiosities, including Argentine 
Cat Leather, Siberian Camel, Genuine 
Reindeer, Patent Spanish Sheep, Genu- 
ine French Kid and Calf, Scotch Grain 
Leather, Foreign Sole Leather and 
many representative tannages of Ameri- 
can upper, sole and belting leather, of 
sorts too numerous to mention. 

An exhibit of heels and counters was 
also made. 


Sympathies to J. D. Smith 


Mrs. W. O. Smith, mother of J. D. 
Smith, Secretary of the Boston Office of 
the Tanners’ Council, died on Feb- 
ruary 3, last, at her home in Atlanta, 
Ga. Mrs. Smith had been ill for some 
time. The funeral was held on last 
Saturday, at Mobile, Ala., where she 
was buried. 


A Visitor from Detroit 


L. J. Dillon, buyer for the shoe de- 
partment of Newcomb-Endicott Com- 
pany, was in town the past week plac- 
ing orders for women’s style shoes. 
Mr. Dillon stated that he expected a 
resumption to normal in the automobile 
business of Detroit in two or three 
months. 


THOSE ROUND TABLES 


Rhode Island Interested in Retail 
Shoe Salesmen’s Institute 


The round table meetings of the 
Boston Retail Shoe Salesmen’s In- 
stitute have been attracting the atten- 
tion of the Rhode Island retail shoe 
merchants. They accordingly invited 
Arthur L. Evans, president of the In- 
stitute, to attend a special meeting, 
called on February 1 at the store of the 
Sullivan Shoe Company, Providence, 
and tell all about the Boston Retail 
Shoe Salesmen’s Institute round table 
gatherings. As the result of Mr. Evans’ 
talk, the Rhode Island Shoe Retailers’ 
Association voted unanimously to in- 
stitute round tables for Rhode Island, 
the initial movement to be started in 
Providence. A committee was ap- 
pointed to put this work into effect. 
Mr. Evans also told the Rhode Island 
merchants about the ideals of the 
Boston Retail Shoe Salesmen’s As- 
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Here’s an unusual opportunity 
for good salesmen 











We are proud of our salesforce. Many 
of our salesmen have been with us from 
‘10 to 15 years, some of them longer than 
that. They are men of high ability and 
character and they are “Glove Grip” 
enthusiasts. 

We want a few more like them, men with 
vision, men who look into the future and 
see the wonderful possibilities. We do not 
want men who are satisfied to make a 
living, anybody’s entitled to that—we want 
men whose desire it is to make money and 
establish themselves permanently in our 
organization. 

Earning capacity determined by your 
ability. The more you can earn, the 
better satisfied we will be. 


The sales of “Glove Grip” shoes, since 
they were introduced a few years ago, 
have been phenomenal. It is only a 
question of how long it will take the 
wearers of shoes of this country, to be 
informed of the advantages of “Glove 
Grips,” as to when these shoes will pre- 
dominate—and do not under-estimate this 
statement. 


The “Glove Grip” shoe has every ad- 
vantage that any other good shoe could 
possibly have, plus a feature that no 
other shoe possesses. This feature is 
patented. It is the one ideal line of shoes 
for every normal foot. No one can appre- 
ciate these advantages, until they wear 
“Glove Grip” shoes. 


They offer wonderful advantages to the 
dealer as well as to the consumer. The 








dealer experiences no trouble in fitting 
these shoes, and inasmuch as the line is 
strictly individual, he lifts himself out of 
ordinary competition. Therefore, it is 
easier for a dealer to realize his ambitions 
in the shoe business by selling “Glove 
Grip” Shoes than with any other line. 
The comfort, wearing qualities and style 
of these shoes travel from one consumer to 
another to a most remarkable degree. 

We want salesmen to represent us who 
can appreciate these unusual advantages 
and share with us in the opportunities the 
sale of “Glove Grips” offers. 

If you are at the present time a success- 
ful shoe salesman, it may be in your favor. 
However, this is not an essential qualifica- 
tion. We want men of character—those 
who have vision, anxious to take ad- 
vantage of an unusual. opportunity—not 
men who feel that here is something easy 
to sell because it is nationally advertised 
and has a special feature, or who are 
satisfied simply to make a living. 

Before writing us, bear this in mind— 
that regardless of the article to be sold, it 
requires the most intensive kind of in- 
telligent work to get beyond an ordinary 
success. We do not care to make a con- 
nection with any man whose ambitions do 
not reach beyond this stage. : 

If you feel you are the man we are look- 
ing for, you are invited to write us for 
further information, but in doing this, 
tell us all about your past connections. 
Of course, you understand that such cor- 
respondence will be held in confidence. 





M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON, MASS. 
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sociation, and what they have accom- 
plished. President Thayer of the latter 
association states that the Boston 
bunch stands ready to go down col- 





lectively or individually at any time 
to help the Rhode Island merchants 
and brother salesmen launch a like 
association. 


St. Louis 


WHOLESALE BUSINESS 
IMPROVES 


Steady Increase in Production Is 
Also Noted 


The reports from the manufacturing 
and wholesale houses in the shoe district 
of St. Louis continue to show improve- 
ment in the orders that are being re- 
ceived, although the aggregate is not 
su‘ficient as yet to severely tax the 
plants. However, steady increase in 
production is being reported and addi- 
tions are being made to the factory 
forces in order to make sure of the de- 
livery of the goods which have been 
ordered. Reports from the salesmen 
are that the trade is taking additional 
interest in the goods for the more de- 
ferred demand, but that the chief call 
now is on the footwear that will be most 
effective for the pre-Easter showing and 
that naturally this demand is running 
to low shoes—straps, pumps, colonials 
and oxfords with practically no demand 
for the boots except as a fill-in or sizing- 
in measure to keep boot stocks in a 
reasonably good condition for thg trade. 

The gain which is being reported 
comes in interesting contrast with the 
statistics which aré being made avail- 
able on the preceding month of Decem- 
ber. The average decrease for Decem- 
ber, 1919, against December, 1920, 
ranged from 28 to 42 per cent in ship- 
ments according to the plant and char- 
acter of business handled, the heavier 
decrease being in the novelty goods, 
while the smaller decrease was in the 
types of footwear which are practically 
always in demand. During December 
the plant operation was reported as 
averaging 50 per cent of capacity, but 
more recent figures show that the out- 
put is running up to about 60 per cent 
with anticipations of further increase 
as the Summer demand becomes accen- 
tuated—this largely because of the delay 
in ordering which will bring the pressure 
of the call for goods all within a rela- 
tively short period. 


Retail Business Shows Falling Off 


In the St. Louis retail stores the 
activity is still in the clearance sale class 
and the offerings are very largely con- 
fined to the sharply cut goods which it 
is desired to push out of the stocks com- 


pletely—the lines having been discon-, 


tinued or become so broken as to leave 


no incentive to keep the goods in the 
store. The volume of business is low 
and is expected to remain so for at least 
four weeks longer, or until the pre- 
Easter demand sets in and this will be 
very largely affected by the weather. 
There has been no real Winter weather 
in this area as yet and if there is de- 
layed Winter or a late arrival of Spring 
temperature, the shoe trade will be 


largely influenced as the public has not’ 


yet entered upon buying with any great 
degree of spirit, but is making its old 
goods last as long as possible. Even if 
satisfied that prices are at the lowest 
figure actual need is being consulted 
first in the matter of buying. 


Associations Have Joint Dinner 

The monthly dinner of the Asso- 
ciated Shoe Retailers February 2 was a 
joint affair, the membership of the St. 
Louis Shoe Manufacturers and Whole- 
salers’ Association and that of the St. 
Louis Shoe Travelers’ Association being 
included in the affair. The chief pur- 
pose of the joint meeting was to make 
announcements and to take action with 
reference to the coming convention in 
St. Louis February 28 and March 1 
and 2 of the State shoe retail associa- 
tions of Missouri, Kansas and Nebraska. 
One of the principal announcements in 
this connection was that while displays 
of new styles would be welcomed there 
would be no organized exhibition with a 
charge for exhibit space. It was also 
emphasized that traveling representa- 
tives of shoe houses covering the states 
named as well as Iowa, southern Illinois 
and Oklahoma would be welcomed with 
their lines as it was the desire of those 
organizing the convention to give the 
visiting shoe men the utmost oppor- 
tunity to inspect the lines—all of them 
—that are normally presented to them 
during the season by the traveling 
salesmen no matter from what section 
they may come. In other words, it was 
emphasized that the display of lines 
was not to be confined to the St. Louis 
houses nor the gathering turned solely 
to the benefiting of the St. Louis mar- 
ket. In consequence all traveling men 
with their lines who may wish to come 
to St. Louis at that time will be wel- 
come. In connection with the conven- 
tion the St. Louis Shoe Travelers’ Asso- 
ciation in co-operation with the St. 
Louis wholesalers, manufacturers and 
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retailers will put on a style show and 
also provide part of the entertainment 
in the shape of a smoker. The meeting 
directed the appointment of a com- 


mittee which should have power to act” 


to handle all the preliminary matters 
relating to the convention and _ this 
committee will be composed of Messrs. 
C. E. Williams, president of the Mis- 
souri State Association; Arthur E. 
Ebbs, president of the St. Louis Re- 
tailers’ Organization; A. W. Lutz, of 
the Walk-Over; William Graham, of 
Hanan’s and J. E. McCane of the Shoe 
Mart. These gentlemen will co-operate 
with committees from the St. Louis 
Shoe Travelers’ Association and from 
the St. Louis Wholesalers’ and Manu- 
facturers’ Association in the prepara- 
tory work. Other committees will be 
appointed by Presidents Ebbs and 
Williams on badges, reception, enter- 
tainment and banquet. 

During the evening Messrs. Ebbs and 
Williams reported briefly on the Mil- 
waukee convention, the former on the 
general success of the sessions and the 
latter on the efforts which resulted in 
the steps taken to readjust the constitu- 
tion of the National Shoe Retailers’ 
Association to make it more conform- 
ablé to the needs of the members and less 
centralized and self-perpetuating. 

The fun of the evening was embraced 
in a. mock trial of State President Wil- 
liams on charges preferred by City 
President Ebbs as to the former's con- 
duct in Milwaukee. With William 
Graham as judge, Harry Vinsonhaler a3 
prosecuting attorney, and Beverly D. 
Jones of the Roberts Johnson & Rand 
house as defendant’s attorney a jury 
of six brought in a verdict of not guilty 
and fining the lawyers and judge each 
one box of cigars for the benefit of the 
guests at the dinner. 


Joint Exhibit Planned in Texas 

Sixteen of the very active live-wire 
members of the St. Louis association 
of wholesalers and manufacturers have 
arranged for a joint exhibit of footwear 
at the Texas convention at Houston, 
which falls on the same dates as the 
convention to be held in St. Louis. The 
plans made comprehend an elaborate 
showing of St. Louis footwear and the 
convention will be at'ended by house 
representatives from each of the sixteen 
concerns interested in the exhibit. 


C. E. Williams Buys Store Building 
Charles E. Williams, president of the 
C. E. Williams Shoe Company, has 


bought the building and ground at 


Sixth Street and Franklin Avenue at 

present occupied by the Williams store. 

The building is three stories with base- 
(Continued on page 109) 
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EASTER NOVELTIES! 


ONE STRAPS IN SATIN, SUEDE, KID AND PATENT, ONE AND TWO 


BUTTON EFFECTS—THEOS, GIRDLES AND COLONIALS 





Style 310 











301—Black Satin 1 Strap, 2 Buttons, Cov. 
Full Louis Heel, Turn. A- 

302— a Satin 1 Strap, 2 Buttons, Baby 
Cov. Full Louis Heel, Turn. A-D. 
305—Black Suede Girdle Strap, 1 Button, Cov. 
Full Louis Heel, Turn. A-D 


310—Black Kid 1 Strap, 1 Button, Cov. Full 
D 5.00 


is Heel, Turn. A- 
311 Ss, Brown Kid 1 Strap, 1 Button, Cov. 
Full Louis Heel, Turn. A-D 


382—Brown Nubuck Cutout Strap, 2 Buttons, ; 
B-D 6. 


Cov. Full Louis Heel. 
383—Beaver Nubuck Cutout Stra 
tons, Cov. Full Louis Heel. Rp 
385—Black Kid Cutout Corey, 3 2 a 
Co v Fall I Lins Wet - 
365—Dull Kid Cutout Strap, 2 ae Lea. 
Louis Heel. A-D 
364—Patent Cutout Strap, 2 Buttons, Lea. 


Louis Hee! 

360—Black Kid Cutout Strap, 2 Buttons, 
Lea. Cuban Heel. A-D 

o6i—Kapent Cutout Strap, 2 Buttons, Lea. 
Cuban Heel. A-D 





Style 231 











211—Dull Kid Colonial, Cuban Heel. 
212—Same in Black Kid. A-D 

509 Seme in Patent. A- 

210—Same in Patent, Black Buckle. B-D. 


me ik ms Cefanial, Covered Full Louis 


—~ in Gray Kid. A-C 
Colonial, Leather Louis Heel. 


A-D 
207—Same in Dull Kid. A-D 
206—Same in Patent. A- 
e in Patent. A-D 
17—Same in Patent, Black Buckle. 
315 Patent Colonial, Covered Full Louis 
Heel, Black Satin Beaded Buckle. A—D 5. 


3 epee 33 st: 


Each Style 


IN-STOCK 


Don’t wait. Action 
Means Profit! 











READY 
MARCH Ist 


The Newest of 
the New! 


309—Patent Vamp, Gray Suede 
Quarter, 1 Strap, 1 Button, Full 
Louis Heel. A . . $5.50 


327—Gray Nubuck Cutout Strap, 
2 Buttons, Cov. Full Louis Heel. 


326—Brown Suede Cutout Strap, 
2 Buttons, Cov. Full Louis Heel. 


303—Brown Satin 1 Strap, 2 But- 
tons, Cov. Full Louis Heel. A—D. 
$5.00 


325—Black Suede, Cut Out Strap, 
2 Buttons, Cov. Full Louis ad 
$5.5) 











You Should Have a Copy 

of our Price List on In- 

Stock Low and High 
Boots 


Write for one 


To-day 


Feb. 12, 192] 





Style 247 











_—- ak 1 Strap, 1 Button, Cov. Full _ 


LOOK TO US FOR EASTER NOV- 


ELTIES —~ WEL WAVE THEM 


EVERY DESIRABLE LEATHER 


AND PATTERN 





Style 211 











231—Black Suede Theo Tie, Covered Full 
Louis Heel. B-D 


232—Same in Brown Nubuck. eS ay. 
Same in Beaver Nubuck. A-D 





109—Same in Black Kid. BD 





WITH CUBAN HEEL 





261 Same i in Patent. 








THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE, BOSTON (9), MASS. 
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SALESMEN AND TERRITORIES 
President L. D. Stickles Makes 
Optimistic Statement 

The L. D. Stickles Shoe Company of 
Red Wing, Minn., will be represented 
this season by the following salesmen, 
all of whom left for their terri- 


Hayes with Miller 


J. E. Hayes has become New York 
selesman for the Miller Shoe Com- 
pany of Salem, maker of infants’ and 
children’s high grade shoes, and he has 
opened an office at 320 Fifth Avenue. 





tories, January 24. 

A. J. Goehner, California; 
George B. Stickles, Washing- 
ton, Oregon and Idaho; Elmer 
J. Carter, Montana and Wyo- 
ming; Charles Olson, Minne- 
gota, North and South Da- 
kota; T. O. Kyle, Texas and 
Oklahoma; B. F. Quarles, Jr., 
Louisiana, Mississippi and 
Georgia; T. J. Kern,~Wiscon- 
sn; Frank Willis, Indiana 
and Illinois; Fred Wendt, 
Chicago; Dick Carney, Ohio 
and Michigan; D. Clinton 
See, New York and Pennsyl- 
vania. 

L. D. Stickles, president of 
the company, has made this 
statement: “‘We are broaden- 
ing out the territory this year 
by adding several new sales- 
men who will carry a full line 
of our ‘Ko-rec-to’ samples in 
foot form shoes, with one new 
last for misses and another for 
growing girls, made in ma- 
hogany calf, which at the rock 
bottom price now being asked 
will help stimulate business by 
giving the retailers a shoe to 
retail at $5.00. Mail orders are 
more numerous and indicate 
that shoe dealers are getting 
ready for Spring business. 
When most of them find that 
they cannot cover their Easter 
requirements, I believe that 
we shall all see a better and 
More sane attitude toward 
buying.” 


W. A. Leszczynski, secretary, and George E. Van Tuy], 
president of the Michigan National Shoe Travelers’ Asso- 
ciation, with the cup which they won at the annual 
meeting of the N. S. T. A., at Des Moines. 
led all the field for increase of membership in 1920, the 
percentage being well up over 800 per cent. Mr. Leszczynski 
in accepting the cup said that Michigan was going to do all 
that it coald to retain it in the automobile city of Detroit. Mo. 


Michigan 


THE PASSING OF CHAMBERLAIN 


His Sudden Death Distinct Shock to 
His Many Friends 


Charles H. Chamberlain, one of the 
very best known and liked salesmen of 
the Churchill & Alden Company, whose 
sudden death at Denver, while 
at his daughter’s home, was a 
distinct shock to his wide 
circle of friends, had been ill 
less than a week. Almost up 
to the time of his death, Mr. 
Chamberlain had planned to 
attend a convention in Omaha, 
the first of February, and then 
go on to the “Ralston” fac- 
tories at Brockton to confer 
with his firm and get his new 
line of samples for the Fall, 
1921, business trip to the retail 
trade. He was sitting in a 
chair when the summons came. 
The doctor said that his death 
resulted from a complication 
of troubles with his liver, 
stomach and heart, of which 
he had warned Mr. Chamber- 
lain after his examination a 
few days prior to his passing 
away. 

The burial was from Olin- 
ger’s Mortuary on Wednesday, 
February 2, at 1 P. M., and 
the services at the grave were 
conducted by South Gate 
Lodge A. F.& A. M. of .Den- 
ver at the request of Temple 
Lodge No. 299 of Kansas 
City, Mo. 


Lovable Characteristics 


Mr. Chamberlain held mem- 
berships in Temple Lodge, 
Orient Chapter, Kansas City 
Commandery of Knights Tem- 
plar and a life membership in: 
Ararat Shrine of Kansas City, 
He was a charter mem-- 
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Stock No. 359—Liberty Last 


Dark Brown Chrome Calf Oxford, Light Flex. Sole, 14-8 inch Heel, 
Invisible Eyelets. Punched Quarter and Vamp, Imitation Tip. Sizes 
and Widths: AA and A, 3 to 8; Bto D, 2% to 8. Code Word—Hall. 


Price $6.75 


yf is only natural that Crossett shoes for women should have met with 
immediate success. 

Crossett quality in men’s shoes is so well known that when we announced 

Women’s Crossett shoes we found them readily received. 


The oxford style shown herewith is simply an index of the line. A post 
card request will bring you the complete catalog of In-Stock Styles. 


Lewis A. Crossett Co. 
North Abington, _ :: Mass. 


In-Stock Department — North Abington, Mass., and 19 South Wells Street, 
Chicago, Iil. 
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ber of the Central Association of Travel- 
ing Shoe Salesmen, also a member of the 
Elks’ Lodge of Ann Arbor, Mich., and 
the U. C. T. of Kansas City No. 19. 

His many friends sent a great pro- 
fusion of beautiful floral offerings, and 
his burial in Crown. Hill Cemetery, 
Denver, was on a bright day most fitting 
for the laying away of a m2n possessing 
the many lovable characteristics of 
“Charley”? Chamberlain. 

Besides his host of friends and many 
loyal customers whom he had served so 
faithfully and fairly as to make them 
his personel friends in practically every 
town he made, he is survived by his 
widow, Mrs. Nell Chamberlain, arid 
their daughter, Mrs. Carl E. Best of 
Denver. 


FOWKES WITH BOYD-WELSH 


Formerly an O’Connor & Goldberg. 
Manager—A Style Expert 


Elmer F. Fowkes, who for the past 
fifteen years has been associated with 
O’Connor & Goldberg, Chicago, has 
severed his connection with this firm 
and joined the Boyd-Welsh organiza- 
tion of St. Louis. Mr. Fowkes started 
in as salesman on the floor; later was 
made head window trimmer of all the 
O-G stores; after some years was as- 
sistant manager, and about eight years 
ago promoted to the managership of 
the State Street store. ‘His experience 
in these various capacities with a large 
retail organization will prove a valuable 
asset in this new work. 

Through his experience as a buyer of 
women’s styleful footwear he will be 
well equipped to assist in the building 
of the style creations of the factory. 
Mr. Fowkes will call on a few of the 
large accounts in the various parts of 
the country and will assist in the gen- 
eral sales management of the Boyd- 
Welsh Company. 

ROCHESTER ORGANIZING 
RICHMOND 


“Ted”? Ostenkamp and Henry Bur- 
cher Association Promoters 


The traveling shoe salesmen in and 
around Richmond are considering the 
formation of an organization represent- 
ing all the members of this profession. 
A meeting was held February 5 for the 
purpose of bringing together the ini- 
tiators of the movement. 

“Ted’’ Ostenkamp and Henry Bur- 
cher, who represent the C. P. Ford & 
Co., Inc., Rochester, N. Y., have been 
active in forming the organization, and 
they are both very enthusiastic over 
its prospects. 

The proposed organization will prob- 
ably be known as the Virginia Associa- 
tion of Traveling Shoe Salesmen, and 


after it is formed it is planned to affili- 
ate with the national association. One 
of the plans of the organization is to 
hold twice yearly in Richmond a style 
show such as is held twice yearly in 
Rochester and Boston. 

All of those interested in the forma- 
tion of the organization are urged to 
communicate with Mr. Ostenkamp or 
Mr. Burcher. 


N. WILLIS AMSDEN DEAD 


One of Country’s Most Popular and 
Successful Salesmen 


N. Willis Amsden, one of the best 
known New England traveling shoe 
salesmen, passed away on February 1 
at the Eliot Hospital, Boston, after an 
illness of about ten days following an 
operation. Mr. Amsden was one of the 
most popular and most successful shoe 
travelers in this part of the country. 
He retired in 1916, having made a com- 
fortable fortune, to give his time and 
attention to his large farm in his home 
town of Hardwick, Mass. 


An Untiring Worker 


Born in Hardwick, Mass., in 1862, he 
started in the shoe business in 1880 in 
the employ of Manning Bros. of Worces- 
ter, Mass., and later traveled for Lam- 
kin & Foster of Boston, until December, 
1885, when he became a partner in the 
firm of J. A. Manning & Co., specialty 
jobbers, of high grade shoes, located on 
Pearl Street, Boston. 

In 1889 he took over the line of P. J. 
Harney Shoe Company, of Lynn, Mass., 
for New York state and New England, 
and it was through this connection, 
which continued until 1916, that he 
became best known among the trade. 

He was a salesman of unusual ability, 
and an untiring worker, and his death 
is mourned by a wide circle of friends. 


Pitcher Enlarges Territory 


== 
Gould S. Pitcher of Thompson Bros. 
Shoe Company, Brockton, who has 
been for many years associated with 
that concern, will next season make a 
change in territory. He will call on the 
trade in the larger cities of New York 
State and Pennsylvania, and will also 
cover the District of Columbia. 


Moore in Chicago 


Charles R. Moore has been appointed 
the Chicago representative of Dr. A. 


Posner Shoes, Inc. His office is located - 


at Room 503 of the Lees Building, 19 
South Wells Street. 


Reinhart with Brooklyn Line 


C. Edwin Reinhart has disposed of 
his interest in the new San Francisco 
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factory of Steinkamp & Reinhart and 
will travel for Wm. Henne & Co., 
Brooklyn. He will cover his old 
territory on the Pacific Coast from 
Denver west. 


Ohio Postpones Dance 


The Obio Shoe Travelers’ Associa- 
tion has postponed the dinner dance 
which was scheduled for February :.1}., 
untii a later date. This was con- 
sidered necessary as the majority of 
the men deemed it the best plan to 
hold this annual affair a little later. 





ST. LOUIS — 

(Concluded from page 105) 
ment and is 50x84 feet. The building 
was erected by the Hilt Shoe Company, 
of which the Williams Shoe Company is 
successor and with which Mr. Williams 
was connected for more than 20 years 
before entering business for himself. 
In commenting upon the purchase Mr. 
Williams said that the Williams Shoe 
Company in 1913, when it succeeded 
the Hilt Company, sold about $85,000 
of shoes while in 1920 the total sales 
ran close to $500,000, and would not 
fall far from that in 1921, although 
there was business depression existing. 
The Williams company has not only a 
city wide trade, but also does business 
with a rural trade extending 300 miles 
from St. Louis. 


Outlook Is Good, Says F. C. Rand 


Discussing the shoe situation the 
past week President Frank C. Rand, of 
the International Shoe Company, said: 
“The outlook at the present time is very 


encouraging. It appears that business 
has practically settled down to a sound 
conservative basis. The speculative 
element characteristic of the trade has 
disappeared which in my judgment is a 
good thing.” In connection with this 
statement it is noteworthy that the in- 
coming market buying trade is paying 
more than ordinary attention at this 
period of the year to shoe buying and 
the buyers in town are increasing daily. 





Shoe Department 
Remodeled 


The Economy Store of Bay City, 
Michigan, is remodeling its shoe de- 
partment and will carry a complete 
line of women’s shoes. 





To Clean Satins 


To keep clean those satin anklets 
and pumps, use a soft hair brush, and 
after brushing wipe gently with a piece 
of flannel, always working with the 
grain of the fabric. 
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A Men’s and Boys’ line 
of Goodyear Welts that 
merit your favor. All 
styles carry the famous 


‘“Wingfoot’” Heel 





BE 
atloched 


TRADE-MARK REG. 


——- MANUFACTURED BY —— 


D & BARROWS 


(ESTABLISHED 1858) 


FACTORIES, MIDDLEBORO, MASS. 


BOSTON OFFICE~ - - - 181 ESSEX STREET 
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When the Shoe Salesman Calls 


—tell him you want to try a few pairs 
of shoes built at his factory with 
Korxole (cork) innersoles. 


—tell him that it is your legitimate right 
to test new things. 


—tell him you have determined to give 
Korxole a fair trial. 


—insist on having some of your shoes 
built around Korxole innersoles. 


then try them, fairly, as Cincinnati deal- 
ers did, and prove to yourself that 
Korxole makes shoes more flexible, 
more comfortable, more durable. 


Write today for the illustrated folder, “Paving 
the Way for Repeat Business.” 


Armstrong Cork Company 
132 Liberty Street Lancaster, Pa. 
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A Shoe That’s Selling Strong, Right Now 
Price $6.00 


A “Keith’s Konqueror’’ Brogue for Women. Made up in 
our usual careful way of tan calf and carries a 1-inch heel 


AA-D — Sizes 2-8 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station) MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 




















‘STAPLES ARE ALWAYS GOOD SELLERS: 


IN STOCK FOR IMMEDIATE DELIVERY 
bea Child's 84-11 $1.40 CABARETTA GYM 
Misses”, 1134-2... 1.45 Mino FORD 


Growing Girls’ 
2-6 1 $1.45 
Growing Girls’ 26. . 





White Canvas in all 
up-to-date styles 














ALL TURN SEWED 











WOMEN’S 
CABARETTA 
Whole Quarter 
Comfort, Cushion 

Sock, 7- 


CabarettaComfortBlu. 

Oxford, 7-8 Rubber 

Heel, Cushion 3 
$2.25 


BAY STATE SLIPPER CO. 
CABA RETTA HAVERHILL (Dept. 10) MASS. 
pd NEE ebaeerosateiey Tip antra check with order 
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No. A-531 
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St. Valentine Pump 





Pilgrim gray suede tongue pump. 
An excellent fitter. A good color. 
Pattern can be used with many com- 
binations. Junior LXV heel. 

“Kimball & Sherman” quality 
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KIMBALL & SHERMAN (0 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 
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Your smart, well-dressed custom- 
ers are finding fault with the so-called 
invisible eyelet. They say the in- 
visible eyelet is troublesome to lace. 
The eyelet hole elongates, pulls out, 
frays, and spoils the appearance of a 
shoe. “Why,” they ask, “can’t we 
have neat appearing shoes with visible 
eyelets?” 



































Mr. Retailer, this demand is not 
imaginary. It is real. So we would 
caution you to specify definitely that 
a goodly portion of your next order 
must be fitted with visible eyelets. 
And we trust your good judgment to 
demand Diamond Brand Fast Color 
Eyelets which never wear brassy, 
but always look new. 






















































































UNITED FAST COLOR 
EYELET COMPANY 
BOSTON, MASS. 


y 


wg 























































































































PPL LE 


LOLOL AE AA LOL 


a eT, 














































































































Feb. 12, 1921 BOOT AND SHOE RECORDER 115 


Y OUR Shoes Made. 
—~and Shipped 






Two Weeks After You Order! 






The Old Not only shipped but made. 







Burt & Packard Get the full importance of that? 
Line of Made according to your own specifications, J { 
4 oa with your own special markings, no restrictions of ii 
Korrect Shape any kind. Send us lining number, if of our make, i 
. or a sample of any shoe you wish. We will dupli- . 
Shoes P | 
4] 


cate it as nearly as possible and have your order 
on the way to you in two weeks. Prices based on ti 
lowest market quotations. at the time order is i 
received. i 










Order only what you need as you need it and 
when you need it on our famous 






Made b i 
Field & Flint Co. Emer LENCY | 


Quick Delivery 
Service 


(Note. Months of careful planning are back of this plan for meeting the emergency that exists today. No time has been th 
saved in those processes of manufacture of which time is an element. The shoes stay on the lasts the required number of Vi 
days. They are as high quality in every respect as they would be were they in the making for several months.) 


FIELD & FLINT CO. 


SUCCESSORS TO BURT & PACKARD COMPANY 
MONTELLO STA. BROCKTON, MASS. 
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QUALITY 


Four Staunch Leathers 


VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


NORWEGIAN 
VEALS 


Pg of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both. men’s and women’s 
shoes and are produced in two colors 
and black. 


AZTEC 
CALF 


F Nghe CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 


the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


MANDARIN 
SIDES 


CHROME tanned side leather 
made in glazed and boarded finish 


and offered in two colors. Mandarin — 


Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 


Feb. 12, 192] 
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Stock Styles, Just What 

Is Wanted, Brogues for 

Outdoor Wear, A Dress 

Shoe for Evening Oc- ae 
casions. Price Will fia 


Please You. 


Ask us to quote 

















you today 


Stock No. 587—Brogue Last. Gallun’s 4 Norwegian Brogue 
Oxford. Rawhide Slip Sole. 

Stock No. 693—Brown Cordovan Oxford. Rawhide Slip Sole. 
Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; C, D, 5 to 11. 
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Stock No. 524— 
Brogue Last. Gallun’s 
4 Norwegian Brogue 
Bal. Rawhide Slip 
Sole 
Stock No. 642—Brown Cor- 
Stock No. 679—Regent Last. Brown Cordovan Varsity Ox- 


dovan Brogue Bal. Rawhide e 
Slip Sole. Sizes and Widths: art ; yt Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; 
+» DV, oto ° 


AA, 7 to 11; A, B, 6 to 11; C. 
D, 5 to 11. 


The Dalton Company, Inc. 


Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 


co. 
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BLUM’S 
“KREEP-A-WA” FELT SLIPPERS 


Are acknowledged by dealers everywhere 
as the leading line of fancy felt slippers 
for distinctive style and individuality of 


design. 


4 


— 


Universally Known as 


: ARARARARA, a 


“1 


po x fas, : i + “iy : re nt ii a i y , Fi ae z " ‘ 
ma I) foil: Ne ce 
iH Heit saa <a a 

A gre 43 . “ee aa 4 
is | 68 Ap 


— 


= 


> 
y 


f 


eg === sn. R$ 


THE HOME OF “KREEP-A-WA” 


Represents over 125,000 feet of floor space which is 
entirely occupied in the manufacture of these famous 


felt. slippers. 


Write or Wire to Have Salesmen Call 


BLUM SHOE MFG. CO. 


FACTORIES AT 
DANSVILLE : NEW YORK 
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Popular Price Welt Shoes 
Sold Only To The Jobbing Trade 


Prices that will allow a jobber’s and retailer’s 
profit and sell at retail at $4.50 to $6.50 a pair. 


Send for samples. 


Men’s Gun Metal Blucher, 6-10, D wide. aoe Brogue Oxford, C and D, 


Men’s Mahogany Blucher, 6-10, D wide. ‘ 
As above, Black and Brown Kid, Rubber Wos. Mahogany Brogue 1 Strap Sandal, 


Heel, 6-10, C and D wide. Cjand D, 3-7, 3-8. 


ALSO IN STOCK 


Wos. Black Kid Oxford, Imt. Tip, 13-8 
Military Heel. 
Wos. Brown Kid Oxford, Imt. Tip, 13-8 
Military Heel. 

Sizes 3-7, 3-8. B, C and D wide. 


Wos. Brown Kid, 84 inch, Mil. Heel, C 
and D wide, 3-7, 3-8. Men’s Mahogany Bals, 6-10, D wide. 


Wos. Black Kid, 84 inch, Mil. Heel, C Men’s Gun Metal Bals, 6-10, D wide. 
and D wide, 3-7, 3-8. 


Every number on this page equipped with durable Goodyear Rubber Heels. 


R. H. LONG COMPANY 


MANUFACTURERS 
FRAMINGHAM, MASSACHUSETTS 


Boston Salesroom, Room 200 United States Hotel 
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~NEW COLONIAL TURN 


“THE E &M SHOE OF QUALITY” 


One of our snappy Spring 
novelties. A new Colonial 
turn in Gray Suede, with 
steel beaded buckle. Made 
on our famous Number 73 
last. Carries an 18-8 full 
Louis covered heel. 


EMERY & MARSHALL CO. 
HAVERHILL, MASS. 


CHARLES L. MARKS WARREN H. TUCKER 
Eastern City Trade and In New England 
Southern Territory with Office at 183 Essex St., Boston 
New York LARRIE H. SASS 
1008 Marbridge Building On the Pacific Coast 
J.B. LAUGHLIN 
Throughout the Middle West 
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THE “DORRIS” pump- 


FASHIONED IN REAL HIGH GRADE 
FIVE DAINTY HONEST TO GOOD- 


COMBINATIONS NESS FOOTWEAR 








The Very Latest Novelty ** Wilson Process’? Full 
for Easter Wear Breasted Covered 
Louis XV Heels 


Smart Fashion indicates tongue effects = 
in combinations. In Stock February 15. Rush in your 
orders. First come, first served. 


Here they are. Ready when you 
need them. Wire or Write. 


B202—Black ooze calf “‘Dor- B201—Aluminum gray ooze B204— Brown kid “Dorris 
ris Pump,” black kid inlay $ 15 calf “Dorris Pump,” patent ~ 75 Pump,” brown ooze inlay nr 4 $ 50 
a leather inlay strap and tongue, _ and tongue, tongue inlaid wit! _ 


strap and tongue, tongue in- y a 
laid with black ooze. tongue inlaid with gray ooze. brown kid. 


B203—Brown ooze calf “Dor- @ 75 B205—Tan Russia calf “Dot- 50 
ris Pump,” brown kid inlay $ . ris. Pump,” latest shade, tan ~ ~ 
strap and tongue, tongue in- —_ calf inlay strap and tongue, -— 
laid with brown ooze. tongue inlaid with gray ooze. 


WIDTHS AND SIZE RUNS TERMS 
Net 30 Days, F.O.B. Boston 


414-8: 14-8: m5 
om - +S: * ¥ a8; B. Sold in 36 Pair Cases only. 
34-7, 4-8; C, 2-7, 3-7, 4-8. 

Samples on Request 


BALTER SHOE CO. WHOLESALE SHOES 
A MINUTE AHEAD—ALWAYS JOBS A SPECIALTY 


SOMETHING NEW 133-135 Essex St., Boston, Mass. 


Watch for our ad in the next issue showing another 
popular novelty at a popular price. Send for descrip- 
tive circulars showing styles in stock and prices. 
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“BAL TABARIN 


for all 


Dress Occasions 
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MEN'S PATENT OXFORDS 


Custom Quality 


In Stock — Order Now 
eps 0.90 


Hand Turned —A Perfect Dancing Shoe 


HAZEN B. GOODRICH & COMPANY 
HAVERHILL, MASSACHUSETTS 
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~“ QUALITY WITHOUT QUALIFICATION 








[Men’s Welts 




















THREE WEEKS 
DELIVERY 


We are prepared to take your order and 

guarantee shipment in three weeks— New 

No. 125114 lasts, new patterns, solid leather. Men’s welts 
35.00 at prices that mean quick turnovers. 


ine ade, full grain, Russia Calf Oxford, " 

ber Heel, sole leather heel base, sole aid fe 
at yore oly oak inner and outer soles. Top 
= material used in every part. A, B, C,_D. 











Salesmen now out 


175114 Sess $4.10 —write us for one 


Russia Oxford. Same censtruction as above. A ” call on you—it 
B,C, D. 5-11. will pay you to look 


this line over. 


Nenst pag Sak gis 52 


ree eee a 


121114 


$5.50 


sini tints ta 


ighest grade, full grain, pee Calf Bal, U. S. 
i ber Heel, sole leather heel base, sole leather 


ieee Step Stability uae, oak inner and enna soles. Highest grade 


Rubber Heels have 8 as ak 
Natt in HOLES. while most heels have 171114 : $4.35 

but 6. You can quickly demonstrate Russia Bal. Construction same as above. A, B, 
the practical advantage of this to your Cc, 5-11. 
customer, Mr. Retailer, in the following 
gaub way. 

our | finger across a Spring 

beng peg ec in the manner indicated i 
the illustration. 3 Nail holes will be 


Simin warts | Pennington-Crowell Shoe Co. 


The additonal security at the back of 3 9 ° 
the keel which SPRING STEVS the Quality Manufacturers of Men’s Fine Welts 


offer makes a vital difference in 
MANCHESTER~ - - NEW HAMPSHIRE 


ene Set ae 


oS cin eee 


A WE 
I 


wear and good appearance. 
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NOVELTY STRAPS 


Original in design. Hand workmanship. 
Standardized quality. Merchant or man- 
ufacturer can feature ‘“ DALCO”’ orna- 
ments with confidence. Style value 
and marketability is proved. Aug- 
ment your sales_and profits;by “their use. 





q 


mcse™ SS DALRYMPLE- PULSIFER CO. 


HAVERHILL, 


| 
LY Write to-day for}Illustrated Folder | 
| 
| 























MOTTO LLL LLL LL yal eee ele Let iiel 


IN STOCK NOW 


No. 830—Patent Pump. Full Louis Heel. Heavy No. 847—Barnet’s Russia Calf One Strap 
No. 842—Skinner's No. 400 Satin Two Strap. Turn Sole. Made in Gray Ooze Two Button Strap. Turn. Collar and Underlay-In-Strap of Ooze 
17-8 Full Louis Heel, Heavy Turn Sole. Price $4.50 to match. 
Sold in. 36-pair lots only, following sizes—or multiples 
of this unit. Widths—AA 
3 3% 4 4% 5 5% 6 7 
l 2 2 2 2 1 1 
1 1 1 
1 1 1 
1 1 1 








l l 
1 Price $6.25 
1 1 








2 
l 1 
! 1 
l 1 l 1 


SINGLE PAIRS 25 CENTS EXTRA PRICES SUBJECT TO CHANGE WITHOUT NOTICE TERMS: NET 10 DAYS 


ELLI S, EDDY COMP ANY, Shoemakers eheeateeee Tis 


Meine iiiielliiiiieniiiililelllUUlelniUMliellluneliiilieliluuielluuUueliUUMe lM © LU tee Lue 
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IN STOCK 


BRANDED OR UNBRANDED 








BROGUE LAST 


BROGUE 
OXFORD 


Made of Tan Lotus 
Very Popular Model 
Widths Oneto Four 


PRICE $5.75 






Charles A. Eaton Co. 


** The Sterling Shoemakers of New England ”’ 
Brockton, Mass. 


ATLANTA — 238 Peachtree Arcade 
DETROIT — 461 Book Building 


BOSTON — 207 Essex Street 
NEW YORK — 127 Duane Street 
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Changes in Business 


Current Events in Failures, Suspensions and Ac- 
tivities in the Shoe and Leather Trade 


Failures 


Boston—" Ping» J F. Kelleher, Inc., wholesale 
meeting of creditors called for 
Sekoness 9, last. 
Lynn, Mass. a? S. Fallman, wholesale shoes, re- 
composition offer of 15 cents on 
lollar is ‘being made. 
E. Nelson, wholesale shoes, sy in- 
verautery petition in paspoeneny led B 
{. M. Gold, upper leather, assigned to B. 
Rabalsky. — . 
Fisher-Freedman-Barnett Shoe Co., whole- 
sale shoes, reported meeting of creditors called 
for February 11. 
—~ Mass.—J. Silverman, wholesale shoes, 
ed assigned to Elias Epstein. 
Fal’ ver, Mass. ~Anton-Gerbut, shoes, etc., 
meeting of creditors called for Feb- 
pos 9 last. 
A. Kosher, shoes, reported meeting of 
creditors called for Paseeey 9 last. 
Marlboro, Mass.—Indian Head. Shoe Co., shoe 
manufacturers, reported offering to com- 
romise at 35 per cent. Assets at cost prices 
, $27,000, with liabilities of $29,000. 
Springfield, Mass.—Barnett Fern, shoes, ete., 
Fema in bankruptcy recently filed. 
Millbury, ass.—H. P. Bordeaux (Millbury 
Trading Co. )- an etc., reported petitioned 
into bankrupt 
Revere, Mass.— a Casorés, shoes, reported 
an ae & in ve ey A filed. 
Newburyport F. Shoe Co., infants’ 
and children’s turn a ‘aiciatinatetane, re- 
ported have notified creditors that wre yd 
their receivables and also merchandise read 
ship are being held up on account of the Cu 
Moratorium, they are obliged to ask for - 
extension to be payable, 10 per cent in 30 days, 
40 per cent in four months, and 50 per cent in 
six months. The firm states that it has goods 
on the floor ready for,shipment to Cuba 


amounting to $36,000 and accounts receivable 
due from Cuban . $11,000. Total 
liabilities in vicinity of $50,000, assets, $85,000. 
ie, 2 -_ —Clark Son, shoes, e report: 
that they claim conditions will not allow them 
oo in full before next Fall, and 
ing for an extension of time until ‘their 
customers can make another crop, and in that 
way raise the money with which to pay them. 
They claim to have plenty of assets but can- 
not realize on them, and submit a proposition 
whereby they give notes for what they owe, 
at six per cent interest, secu y good 
collateral. With this indulgence, together 
with their own resources, they believe that 
there will be no trouble in their paying credit- 
ors as the notes mature. 

Birmingham, Ala., and Tupelo, Miss.—King & 
Saracohn, shoes, etc., reported an involuntary 
petition in bankruptcy has been filed and a 
receiver is.in charge. Offering creditors a 
——s settlement of 25 per cent cash and 

per. cent in 12 months, secured. The 
frm s liabilities are $12,351. 63, with assets of 
$10,308.89, consisting of merchandise, $9,644, 
fixtures, $550, cash $114.06 

Abbeville, Ga. —Sam Cantor, shoes, etc., reported 
in financial difficulties, and is offering to com- 
promise at 25 cents on the dollar. 

ents 3 Ga.—Kahn & Stein, shoes, etc., re- 

filed voluntary petition in bankruptcy . 

Aurora, fil. —aA. Bowman & Co., shoes, reported in 
financial difficulties and are asking a general 
extension. At.a meeting of creditors it was 
found that their liabilities amount to between 
$18,000 and $19,000 and that the stock at 
both of the stores in Aurora, and the stock at 
Moline, Ill., amounts to less than $20,000, 
and these stocks, it is said, would not bring 
$10,000 at a forced sale. 

Ciipnae. Ill.—Anton W. Bortkiewicz, shoes, etc., 

ed has written a letter to his creditors 
ering 33 1-3 per cent and it is further 
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learned that he has had considerable sickness 
incurring large expense and he claims that he 
is in a position to w sufficient money 
pron - friends to pay his creditors as stated 


Morris Weissman, shoes. reported 
recently offered a settlement vith 1 his creditors 
at 40 cents on the dollar, and later he turned 
his affairs over to the Chicago — of 
Credit Men. It is ws + arn ot that he has 
made some settlement by returning merchan- 
dise and for others he has sufficient 
cash. _ However,'there are still two creditors 
for large amounts for whom, up to date, he 
as | been unable to make any ame. 

& G. Shoe Stores, Inc., », Fepor'ed 
hentoapany proceedings have rey ‘instituted 
about $ them with liabilities estimated at 

$50,000 and assets approximately $20,000 


Dante "Mich: ——Waterstone & Geller, shoes, etc. 
an involuntary petition in bank- 
raptey, has been filed 
W. Boot Shop, shoes, reported an 
involuntary petition in bankruptcy has been 
filed against Louis H. Levy, trading under 
above style, by creditors. 


Morris Shiffman, shoes, involuntar 
petition - Soe tcy a ceog Oy "7 


r 

Kennett and S Mo. —Joseph Rosenberg (o., 
shoes, ead Joseph Rosenberg has filed a 
voluntary petition in bankruptcy, rae liabil- 
ities of $133,466, and assets of $131,500. 0 
the liabilities $69, 254 are secured de’ 

Carthage, Mo.—Ray Clark, “Clark Shoe Co." 
shoes, reported involuntary petition in b: = 
ruptcy has been fi 

Kansas City, Mo- -7 Rosen, shoes, etc., re- 

involuntary petition in bankruptcy 
as been filed by creditors. 

Lewiston, Me.—Wise Clothing & Shoe Co. 
Samuel Wise, proprietor, shoes, etc., reported 
that an involuntary petition in bankruptcy 
was recently filed against him. 

Brooklyn, N. Y¥ —faternational Wood Heel Co., 
Inc., manufacturers wood heels, reported in- 
voluntary petition in bankruptcy has been 
= by attorneys representing creditors. An 

ent was also recorded by the company 
to Albert A. Sarafan. The liabilities are — 
aaa at $20,000 and the assets at $5, 
consisting of outstanding accounts a 000 - 
machinery and merchandise $4,000 

Kingston, N. Y.—Herman G. Rafalowsky, shoes, 

etc., reported Newton H. Fessenden was 











To Merchants whocan handle 
case Aols of a width 


Does a line of full Louis covered heel straps and 
Colonials, in latest styles, that can be retailed for 
$5 to $6, in suede, satin, etc., appeal to you? 


McKays that rival turns in flexibility and style. 


If so let us make them for you now. Send for catalog 


“styles.” 


HARRISON-LOCKWOOD CO. 


Shoemakers 
HAVERHILL, 
Boston Office 


MASS. 


141 Lincoin St. 





What Is Y our Advertising 
Dollar Buying? 


High prices of materials and increased 
overhead have made necessary a stricter 
economy along mercantile lines. 


Advertising should be considered as well 
as the commodities in which merchants deal. 


By choosing only those publications 
whose circulation is accurately measured, 
you not only practice economy in your adver- 
tising, but are assured that your money is 
buying a definite quantity of circulation. 


The Boot and Shoe Recorder’s circu- 
lation is measured by the Audit Bureau of 
Advertising placed in its col- 
umns is an economical investment. 


Circulations. 
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the right wearer, 





AN D 


THE RECORDER CREED: Getting More Shoes Sold Right; not only ool pat 
in the right — for the 
shoe merchants. The chief purpose of to help solr 
which depends the progress of Ecce dened a edo ep th de 


Annual Subscription in the United States, $5.00. 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


SHOE 


right price, at th 
{The Boot ‘and Shoe Recorder™ is 


Per copy, 25 cents. 
No Suiscription Accepted for Less Than One Year. 


Cable Address BOOTRECO 


RECORDER 


t problem of the Saket 

ny ty for Soe —_— 
ther; their production distribu’ 

Canadian, $6.00. 


Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


i 5 tend Sy ie ae. 


Foreign, $10.00 








FOR SALE 


WANTED TO PURCHASE 





FOR SALE—A modern shoe store doing very 























good ess in a good city of 150,000 in 
NS) f address 
C128, care Boot and Shoe Reourder, 207 South St, CASH PAID 
Boston, Mass. for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a ae to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., I fee. 
WANTED TO PURCHASE 591 Broadway New 
Phone Spring 5160-S1sLs1e2 
eT eT TTT TTT te 
= ae We bu ick and hest cash price 
=| to or retail y = pay ie behest = 
_ merc 
0) Guentity no object. 
= 30 years apoctals ’ 


We Buy for Cash 


afte, § Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 

NO QUANTITY TOO LARGE 


We also S petase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term ~ Taken. 
We pay Hishent Gee Cash Value. 


VAN PRAAG & | co. 


Shoe Dept., Martin Posner. aneper 
459 Broadway, New Mg N. 


Telephone Canal 9597—9598 
MUTT © TTT Te TTT TTT Te TTT 
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Highest Cash Prices Paid 
—s entire shoe stocks. We also buy your sur- 
ws or slow sellers. Quantities no object. 
etail or wholesale. Short term leases taken off 
your hands. i hone us. Correspondence 
ed 1890. 
GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We a ‘seen clothing, hats, furnishing 
goods, e Phone Canal 4119 
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The NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 


ILL Slow Sellers FOR 
BUY iscde'smae | CASH 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 wi pay velne for your entire or surplus 
Leases having a short term to run taken over. 
Established 25 years. 

I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 











~ 








BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 
610 Broadway, 


Phone, Stagg 1757 


yn 














MISCELLANEOUS 








CAPITAL NEEDED 
TURN SHOE PLANT 


Have a plant fully equipped with ma- 
chinery, ete., capacity 500 pairs daily of 
women’s turns. We need finances and 
lasts; in return we will make your turns, 
novelty and staple footwear. Address 
P. O. x 76, Haverhill, Mass. 








ATTENTION 
SHOE FACTORIES 


We are open to take over an output of 
small factory mak ladies’ novelties for 
unlimited period. rite for details. Ad- 
dress C 421, care Boot and Shoe Recorder, 


207 South St., Boston, Mass. 
Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 











TT 
THE BICYCLE 
aa — 


ef Randolan e 
Chicago, Ill. 
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PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription of the 
Boot and Shoe Recorder is $5.00 a in 
givanes, soem ——_ postage in the United 


tes, waiian 
Islands and Mexico. The price for Canada 
is $6.00 a year, inclu postage. 
——— SUBSCRIPTION—The price to all 
foreign countries — = the above is $10.00 
per year, & year, including pos 
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Kimball & Sherman Co., Haverhill, Mass. 113 
Kreider, A. S., Co 


La Crosse Boot and Shoe Mfg. Co., La 
Crosse, Wis 


Leonard & Barrows Co., Middleboro, Mass. 110 
Lilly, Henry, New York City 85 
Lindner Shoe Co., Carlisle, Pa 

Long, R. H., Co., Framingham, Mass... .. 
Lyon & Hershenson, Boston 

Marshall, C. S., Co., Brockton, Mass 

Marston & Tapley Co., Danvers, Mass... 
Martin, A. H., Co., Rochester, N. Y 

Martin Felt Slipper Co., Brockton, Mass. . 
Mere, F., Boot & Shoe Co., Milwaukee, 


Miller, I., Inc., Brooklyn, N. Y 

Mitchell-Caunt Co., Lynn, Mass 

Nettleton, A. E., Syracuse, N. Y 

Newcomb-Anderson Shoe Co., Rochester. 

Nu Baby Shoe Co., E. Lynn, Mass 

Olenick, I. New York City 

Packard, M. A., Co., Brockton, Mass. ..82, 126 

Penaingtoa-Crasell Slase Ca. Maneclen- 
ter, N 

Phillips-Cram Corp., Haverhill, Mass... . 

Pinsker, J., New York City 

Poole & Johnston Co., Brockton, Mass... 

Porell-Magee Shoe Co., Haverhill, Mass. . 

Puritan Shoe Co., Inc., New York City 

R. & S. Rubber Co., The, Cleveland, Ohio 

Racine Shoe Co., Racine, Wis 

Ramsey, E. J., Co., Brooklyn, N. Y...... 


Regal Shoe Co., Boston 

Republic Felt Shoe Co., Brooklyn, N. Y. . 
Rice & Hutchins, Inc., Boston 
Richards & B Co., Randolph Mass. 
Riemer, A. H., Co., Milwaukee, Wis 
Salem Shoe Co., Salem, N. H 

Sargent, Donn D., Salem, Mass 

Silver Shoe Co., Haverhill, Mass 
Smith-Wallace Shoe Co., Chicago 
Smith, Wm. Sumner, Chicago 
Stacy-Adams Co., Brockton, Mass 
Stetson Shoe Co., So. Weymouth, Mass. . 
= L. D., Shoe Co., The, Red Wing. 





Shennan Bros. Shoe Co., Brockton... . 
Thomson-Crooker Shoe Co., Boston 

Timson Bros., Boston 

Truitt Bros., Inc., Binghamton, N. Y 

United States Rubber Co., New York City 70 
Upham Bros. Shoe Co., Stoughton, Mass. . 
Watson Shoe Co., Lynn, Mass 

ba Wright & Watkin Co., Philadel- 


Westcott-Whitmore Co., Syracuse, N. Y. . 


* Whitman & Keith, Brockton, Mass 


Williams Clark Co., Lynn, Mass 
Witherell, E. A. & M. C., Co., Haverhill. . 
Wright, E. T., & Co., Rockland, Mass.... 119 


LEATHER AND OTHER MATERIALS 
Beggs & Cobb, Inc., Boston 


Gallan, A. F., & Sons, Milwaukee, Wis... 116 
Goodyear Tire & Rubber Co., Akron, Ohio 30-3] 
Hub Gore, Boston and New York City... . 


Lawrence, A. C., Leather Co., Boston. . 

Levor, G., & Co., Inc., Gloversville, N. Y. 
MacDonald, J. A., Leather Co., Boston... 68 
Pfister & Vogel Leather Co., Milwaukee... 25 
Schmidt, Carl E., Co., Inc., Detroit, Mich.65-66 
Tanners Cut Sole Co., Boston 

U. S. Leather Co., New York City 


FINDINGS AND SHOE STORE 
SUPPLIES 


American Seating Co., Chicago 

Bicycle Step Ladder Co., Chicago 

Chicago Wire Chair Co., Chicago 

Coultas Co., D. W., Providence, R. I 

Dalrymple-Pulsifer Co., Haverhill, Mass. . 

Decorators Supply Co., Chicago 

boy & Scrimgeour Sales Co., New York 

ity 

Elastic Tip Company, Boston 

Emery & Beers Co., Inc., New York City. 

Fashion Ornament Co., Brooklyn, N. Y. . 88-89 

L. G. & S. S. Co., Boston 

Laing, Harrar & Chamberlin Co., Phila- 
delphia 

Lyons, Hugh, Co., Lansing, Mich 

Martine. M. B.. Co... New York City... ... 

Myers, F. b., & Sros., Ashland, Ohio 

Neschert, Frank, New York City 

Onken, Oscar, Co., Cincinnati, Ohio 

aa s, J. R., Sons Co., New York 


Scholl Mfg. Co., Chicago 
Tweedie Boot Top Co., St. Louis, Mo., 2d Cover 
ws Ss. b Gaeetaiy Mfg. Co., W. Somerville, 


sti Novelty Works, The, Brooklyn, N. Y. a 
Whitcher, Frank W., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC, 


Armstrong Cork Co., Lancaster, Pa...... \11 
Beckwith Mfg. Co., Boston 

Brockton Rand Co., Brockton, Mass 

Johnson, Edw. H., Trenton, N. J 

Meyer, J. C., Thread Co., Lowell, Mass. . . 
Miller-Walker Laboratories, Detroit, Mich. 94 
National Shoe Polish Mfg. Co., Philadelphia 87 
North & Judd Mfg. Co., New Britain, Conn. 60 
United Fast Color Eyelet €o., Boston.... 114 
United Shoe Machine Corporation, Boston 9% 


MISCELLANEOUS 


A iated B 


Papers, Inc., New York 
City 22 





el 
When s acthanin Bureau, Boston. .. 
Glauberg & Co., New York City 
Grover, Nelson H., Boston 
Hooper Printing Co., Boston. . 
Kalter Cerf. Merc. Co., Max, ‘Now York 
City 
Kelly, F. B., Co., Inc., Rochester, N. Y. 
New York Ex 
New York 
Root Co., F. S., goa 
Tolman Print, Brockton, Mass 
University Electrotype Foundry, Cam- 
ge, 
Van Praag Co., New York City.. .....--- 
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Stock Style X2173 
Patent Colt, Strap 

p, McKay 
Sewed, Imt. Turn, 
Leather Louis Heel. 
Sizes 24 to 8, B, 


aro | 


In Stock 
for Easter 


"HES. _latest novelties — that everybody Patent, Colt. Hand 
wants—are here NOW READY TO Sizes 214 to 8, AA, 
SHIP AT ONCE. Price $5.00 


ee ee ee ee 





———— el 
‘= C— 





Such styles are scarce, but we can supply you 


if yu ORDER WITHOUT DELAY. 


Notice the styles we are showing in 


PATENT LEATHER 


ee ee ee Stock Style X1902 
Patent Colt, Silver 
Buckle, Hand 


Latest advices from Paris assure us that Turned, Full Louis 


Heel, : 
Patent Leather Styles are most in demand sae + Dist 
there Price $5.00 





4 
i 
i 
4 
4 
1 
i 
4 
4 
4 
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Parker, Holmes & Company 


“‘The House That Helps’’ 
Atlantic Avenue BOSTON, MASS. 











~ 


Stock Style X2174 
Stock Style X1925 Peront Colt iene 
pa Kid ey | Pump; McKay 
ump, an 
Turned, Full Louis Stock Style x1923 Seve, Imt. Turn, 
Heel. Dull Kid, Hand — Sizes2}4to8, B,C,D 
Sizes 2% to 8, AA, Turned, Full Louis lx 
A, B,C, D Heel Price $4.20 


Price $5.50 Sizes, 244 to & AA, 
X1924—Same in Price $5. 00 


‘atent 


562525252 
— a a a a a a 


29252552525 


52c76 


— 


96,2525260 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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FABRIC S 


Satins Ready to Ship 
In all the Leading Shades 


CASKO—as always—is ready to meet 
the demand of style that develops. 
Today it is Satins. 


0 
3 





O000 











. Casko Satins have proven by wear and 
test to be the correct material to put 
into shoes—either low cuts or boots. 


Write for samples to-day or communicate 
with our representative. 


CASKO FABRICS CORPORATION 


Manufacturers and Distributors 


PHILADELPHIA, U:S:A: 


New Yorks Chicago Boston St. Louis 
A.J. Haas J. K. Reynolds Co, A. W. Bliss H. C. Korndoerfer Co. 
10 Spruce St. 221 W. Lake St. 106 Beach St. Leather Trades Bldg. 


Rochester Cincinnati 
Geo, G. Smith W. A. Bennett Co. 
4 Church St. 1015—2nd Nat. Bk. Big. 
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Walk:-Croft 
BROGU 























In the face of a Serious shortage of “Brogues” here is a “Brogue’’ to retail 
at $6.00. Nuff Sed! Wire your order. They cannot last long. 


No. 21—Full chrome fine mahogany calf Brogue. Heavy fair- 
stitched sole. 10-8 Military heel. Pinked and perforated vamp, 
fox and real outside wing tip. 


PRICE $4.00 


Sold only in even dozens, on a width in following size runs: 
A—4-7, 44-7 4, 5-8 C—2 6 4, 34-7, 4-7 
B—3-7, 4-7, 4-8 D—2%-6%, 3%_-7, 4-7 


TERMS 
2% 10 days, Net 30 


nud sx. BANCROFT WALKER COMPANY = “Sz,aiuict 
MAKERS OF SMART SHOES FOR WOMEN NEW YORK OFFICE: 
We invite you to try a dozen. We pay ezpress if unsatisfactory. 110 W. 34th STREET 











_—— 





IGRI SEIT Os we Net aR NNR MEY HRCI FH 


Easter is almost here. 


The style trend in wom- 
en’s low shoes for Spring 
1921 is now well defined. 
With afternoon and eve- 
ning frocks slender look- 
ing pumps with graceful 
instep straps and attrac- 
tive Louis XV heels are 
the vogue. 


Dawn gray ooze calf is in 
greatest demand, and 
black satin is also very 
popular. : 
Walking oxfords with 
welted soles are wanted 
principally in the rich 
brown shades of kid and 


calf leathers. 


From our in-stock depart- 
ment we are shipping daily 
to the most representative 
shoe merchants in every 
section the shoes that are 
wanted this season by 
well-dressed women. 


Our stock service will help 
you to increase your sales. 


Vratsanpyttaban, 


Hallahan-made shoes 
for women are famous 
for fineness of leather, 
skillful ‘shoemaking and 
perfect fit. 
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Mace 


Style 33 
Finest Dawn Gray Ooze Calf 
Ready to Ship March 10th 


Two strap Meadowbrook pump, 
pearl buttons, turn sole, 860 last, 
21% wood Louis XV heel. 


Price $9.25 


Style 26 
Madura Brown Glace Kid 
Ready to Ship March 10th 


Goodyear welt circular vamp whole 
quarter lace oxford, straight tip, 
905 last, 174 leather Cuban heel, 
fudge wheel edge, medium weight 


sole. 
Price $7.75 


Pb ban saath 
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Style 35 
Black Satin Chatham Pump 
Ready to Ship Now 
Of finest quality—low Louis heel, 
134 finish, 945 last, turn sole. 


Price $7.50 


Style 16 
Finest Black Glaze Kid 
Ready to Ship Now 


Goodyear welt, circular vamp, whole 
quarter lace oxford, straight tip, 890 
last, 134 leather Cuban heel, fudge- 
wheel edge, medium weight sole. 
This oxford we carry in extra large 
sizes, 84% and 9 all widths. 


Price $7.00 


HALLAHAN & SONS, Inc. 


* Makers of High Grade Shoes for Women 
Washington Ave. 10th to 11th St, PHILADELPHIA 


New York Office 
Frank D. Duncan 
34th St. and Broadway 
Marbridge Building 


Chicago Office 
Burton T.-Duncan 
Great Northern Building 





a 
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Style 27 


Mahogany Russia Calf 
Ready to Ship Now 


Goodyear welt white stitched over- 
weight soles, 890 last, 134 military 
heel, straight tip with new center 
design and pinked edge. 

A very smart oxford. 


Price $7.00 


Style 14 
Finest Black Glace Kid 
Ready to Ship Now 


Goodyear welt circular vamp whole 
quarter lace oxford, straight tip, 
935 last, 184 leather Cuban heel, 
fudge wheel edge, medium weight 
sole. 


Price $7.00 


LN Ee See es 
Sere en 


ee ee ey 
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Style 25 
The Chatham Pump 


Ready to Ship Now 


Of finest black satin, turn sole, 860 
last, 214 Louis XV heel. 


Price $7.50 


Style 8 
Madura Brown Glace Kid 


Ready to Ship March 10th 


Goodyear welt circular vamp imi- 
tation heel foxing lace oxford, 890 
last, 134 leather Cuban heel, 
straight tip with punch center, per- 
foration on vamp and eyelet stay, 


white Goodyear stitched, medium 


weight sole. 
Price $7.75 








IN STOCK 


AS NOTED 


All Stock Shoes 
Sold Net Thirty 
Days 


Ths following schedule 
of sizes and _ widths 
carried in stock. 


AAA 41% to 8 

AA 34% to 8 

A3 to8 

B, C and D 2% to 8 
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Rebirth of White Shoes 


Easter Crade 
and through 


Spring and Summer, 1921 
Specify 
Levor Grain Kid 
The Whitest White 














.Levorsé (. 
TANNERS OF CAB 


NEW YORI MILWAUKEE} 
GLOVERSVILLE:NM. = of 





rt 


— 
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ee I oS G8 
"GO ae! 
= 99 8 £6 8 
* 





Feb. 19, 1921 BOOT AND SHOE RECORDER 





PHL L PLL LLL © ‘: s ele ten eT 





“The House With A r Sex: Bargain For Every Buyer” 


OTOL LU LL eee ete TT 








February 21st Is vag Opening Day 


OUR NEW QUARTERS | 


209 ESSEX STREET, BOSTON 


PLENTY « of bargains in novelties and jobs in Men’s and 
Women’s Shoes—and plenty of room. Six times as 
much room as we had in our old place —which we have 


far outgrown. 


V/* don’t want to brag—-but you must agree that such . 
a growth as we have shown in the three years of our 


business life must mean that we must have 


THE RIGHT MERCHANDISE 
AT THE RIGHT PRICES 
AT THE RIGHT TIME 





If you cannot attend our opening write now and 
tell us what you need in novelties and jobs at a price 


COHEN & WEINSTEIN 


209 Essex Street - - Boston, Mass. 
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BRING HOME THE DOLLAR 
If You Are on 3rd Base 


‘Economy’ shoe sales during the Spring 


Our Sacrifice Will Bring You Home 


Our ‘‘Special Bargain’’ Circular of Staple 
Spring Footwear at real SACRIFICE 
PRICES is just off the press and ready 
for you. WRITE FOR IT! 


Our Sacrifice is Your Opportunity 


5 promeg & 3 Geer 


SHOES , LEATHER- vinclmae 
Saint Lewte 8. 8 ok 
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SHOE CQMPANY 


& 
STOUGHTON | r @ | MASS. 
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Stil 


PANSY PATTERN TURN—TONGUE HELD FLAT 
BY STRAP—ESPECIALLY GOOD IN SUEDES 
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NE purpose of Beaded Tip advertising is 
‘to popularize the idea that shoe laces 
should be purchased in extra quantity—the 
same as other dress accessories. 
Every Beaded Tip advertisement in the Saturday 
Evening Post and Ladies’ Home Journal carries 
the suggestion ‘‘Buy an Extra Pair.”’ 
The acceptance of this sensible idea by the buy- 
ing public will mean increased money value of 
individual and total shoe lace sales—increased 
profits for retailers everywhere. 
National advertising will bring more people 
into your shop asking for 


Shoe Laces 


Are you prepared to supply genuine 
Beaded Tip Laces to your customers? 
If not, ask your jobber’s salesman or 
write our Dealer’s Help Department. 


UNITED LACE & BRAID MANUFACTURING CO. 
PROVIDENCE, R. I. 
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“Decidedly Thompson” 
Stock Oxfords Ready To Ship —NOW 


Our Catalog Ready Now Showing Sixteen 
of the Newest and Up-to-date Shoes 
on the Market from the “Style 
Headquarters” 


Samples on Request 


S-634 
Ladies’ Mills 6 Russia Calf Oxford, Prin- 
cess Last. Code Word, “Need.” 5-616 
Widths AAA to D 


PRICE $6 00 Code Word, “Nellie.” 
Widths AAA to D 


PRICE $7.00 


S-618 


Gallun’s No. 4 Norwegian Calf Ladies’ 
Brogue Oxford, Wellesley Last. Code 
Word, “Now.” 

Widths AAA to D 


PRICE $6.50 





S-614 


ine Ladies’ Mills 6 Russia Calf Oxford, Per- 
Ladies’ Black Kid Oxford, Anita Last. forated Wing Tip and Heel Foxing, Prin- 


Code Word, “Nita.” cess Last. Code Word, “Nimble.” 
Widths AAA to D Widths AAA to D 


PRICE $6.00 PRICE $6.50 


 eeicertndnguert BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 


MASS. 
U-S-A 


HUCOLANNRSUUUDDECOODREDEGAUDUCCOAUUAUSOOAUOACCOGEDEDESOLAACCOOEOERAGUDUNACCOUOUREADESACCHOOOOERSNEUOACCOOOGAREETUOUCCOOOOUEEOUUODOCCOEUAOOSNNANUCOOAAGASOOSSRRESERIODNOSNNSUCOOIORNNOUNESECOONEE 


Ladies’ Havana Kid Oxford, Anita Last. 


1 


— 
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~ QUALITY WITHOUT QUALIFICATION 














Men’s Welts 




















SOLID LEATHER SHOES 


AT PRICES THAT 
ARE ATTRACTIVE 








Your order 
made and 
shipped in 


No. 125114 ae three weeks No. 246213RD 
$5.00 $5.85 


Highest grade, full grain, Russia Calf Oxford, Norwegian Brogue Oxford. Stip sole, rubber hee! 

U.S. Rubber Heel, sole leather heel base, sole with sole leather base, sole leather counters. A, 

leather counters, oak inner and outer soles. Top B,C, D. 5-11. 

ac material used in every part. A, B, C, D. 4 236213RD - - $4.70 

o-itl. eae Boarded Russia Brogue ee. Constructi 
175114 $4.10 _same as above. A, BC. D D. 5 saa 


Russia Oxford. Same construction as above. A, 
B,C, D. 5-11. 











WRITE OR WIRE 
FOR ONE OF OUR 
SALESMEN TO CALL 











No. 243213RD 
Spring Step Stability $6.30 


Norwegian Brogue Bal. Rubber heel with sole 
Spring Step Rubber Heels have 8 leather base, heavy sole leather counter, slip sole, 
AIL HOLES, while most heels have highest grade oak outer and inner soles. A, B, C, 
but 6. Le = a D. 5-11. 
th t dvantage | this to your ie 
stomer, Mr. Retailer, in the following 233213RD - - $5.00 
simple way. Boarded Russia B: e Pe. Construction same 
Place your index finger across a Spring as above. A. B, C, D. 
Step Heel in the manner indicated in 
the illustration. 3 Nail holes will BA 


vealed above the finger, but bed ; 

Sci iia wacssietsiss |  Pennington-Crowell Shoe Co. 
Deeper soni edsh : ae 
offer makes a vital difference in their Quality Manufacturers of Men’s Fine Welts 


wear and good appearance. MANCHESTER - - NEW HAMPSHIRE 
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STRAPS 2 EASTER 


1877 


IN-STOCK 





| 1877—Russia Calf One Strap, Hand 
| Turned, 17-8 Full Louis Covered 


| Piece! AA 00 och oe. $6.50 


| 1875—Same pattern as above, in 
Gray Nubuck. AA to C....$7.00 


1885—Same pattern as above, in 





Brown Suede Calf. AA toC. .$7.00 | 








~ 





~ Correct Style | 
Means Quick Profits 


1894 








1894—Gray Nubuck One Strap, 
Flexible McKay, 17-8 Full Louis 
Covered Heel. AtoD...... $6.00 


1895—Same pattern as above, in 
Brown Nubuck. A to D....$6.00 
1896—Same pattern as above, in 
Gray Kid’: A-t0:9.%, 0. vs $5.50 








KATZMAN-ADLER SHOE CO. 


EAUTIFUL new 
B stock, smart in 
design, of excellent . 


material and ready for 
your Easter selling. 


You will recognize the 
patterns as representing 
the style of the day 


—as hard to get hold 
of as they are easy to 
sell. 


Prices are fair, calcu- 
lated to give an attrac- 
tive profit, and you can 
depend upon prompt 
shipments. 


Women's Novelty Footwear 
211 ESSEX STREET, BOSTON, MASS. 
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These Are Some of Our 
Most Wanted Shades 


MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 


TERRA COTTA No, 3 
BRONZE No. 34 
WINE No. 6 
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FACTORY NEWARK, N. J. 


hoes may, and often 
Originators of and Leaders in Fancy Colored Kid 


does, mean everything in making 


the sale. 
29 SPRUCE ST., 


your s 
Scherers Flower City Kid will 


clothe your shoes in an evident 
quality that your customers 


cannot mistake. 


b isk 


Oscar Sherer & Bro. Inc. 
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Andrew Carnegie 


must have been a fairly sagacious manufacturer. 


Such tremendous financial success as he achieved could not have been purely a matter of luck. 
It must have been founded upon some well defined, sound business policy; so that what he had to 
say of the things which contribute to success is certainly worth considering. 


In his Autobiography is found a most suggestive observation, which is worthy of note as com- 
ing from one who has accomplished big things.” He says:— 


t 


“The ultimate success of any Manufacturer depends ab- 
solutely upon the general excellence of his product”; 


and it certainly sounds reasonable. 


General Excellence In Shoes 


means the use of durable linings, if it means anything; for no shoe can be rated as excellent when 
premature disintegration occurs in the one part which cannot be replaced. 


Every Manufacturer and Dealer in shoes covets, and is striving for, the largest possible meas- 
ure of success. 

Isn’t our suggestion worth heeding when we urge, for use as linings, cloths which will add to 
the general excellence of shoes? 


We, too, are ambitious to succeed in business. That is why we are striving, by the exercise of 
intelligent effort, to make excellence in the wearing qualities of shoe linings synonymous with our 
name. 


That is why we are striving to acquaint Shoe Manufacturers with the fact that, by employing 
correct and logical methods of construction, greater excellence in wearing qualities can be obtained. 


ia 


DOUBIETWILL | 


ee SHOE LINING 


| TWIN-DRILL 


SHOE LINING - 


W.H HOLBRO 


Weaz-Welb 
_ SHOE LINING | 
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DOUBLETWILL 
Is the embodiment of excellence in 
both Quality and Style combined. 
Its wearing qualities equal its attrac- 
tive appearance. Its construction is 
absolutely logical, and its superior- 
ity is easy to understand when the 
manner of its making is considered. 


WEAR WELL 


Each grade represents all that can 
be obtained, in point of wear, from 
the amount of cotton employed. 
Not every shoe can be excellent in 
the sense of being top grade, but 
every shoe may be excellent in its 
class, and some grade of Wear Well 
Lining will go a long way toward 
making it so. 


TWINDRILL 


The same sound principles of con- 
struction which make for durability 
in “Doubletwill” are incorporated in 
Twindrill. It has a place in good 
shoe-building where price limitation 
prohibits the use of the finest linings, 
but where refinement of type and 
substantial quality are still essential. 


If ‘“‘general Excellence of Production” forms the foundation upon which you are rearing your 
business structure, a knowledge of these linings, and what they will do, will be distinctly to your 


advantage. 


DOUBLETWILL AND WEAR WELL SHOE LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
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_ -because of the material! 





To the thousands of shoe merchants of America, 
who prosper through progressiveness— 


Doesn’t white footwear hold a strong place in 
your business ? 


Admitting this—will you read along with us for a few 
moments and become acquainted with the impor- 
tant-to-you merits of. two entirely new, significant, 


fabrics shoe—BRIGHTEX and BEECHTEX? 


Both are white fabrics of highest grade---beautifully woven--- 
beautifully white. Both make up into dainty desired-footwear and--- 


both are moisture proof--non-hardening--non-shrinking! 


In shoes made from ordinary white fabric, wear and cleanliness 


have always been the bugaboos. In BRIGHTEX and BEECHTEX- 


made shoes---wear is assured---cleanliness is a certainty. 


First as to wear--- 


On ordinary fabric the dressing sinks between the fibres, dries 
on top, stays moist underneath, and soon creates, by decomposition, 
acids that tend to destroy the fibre. The fabric is weakened, the 


shoe stretches, the wear has gone. 


BRIGHTEX and BEECHTEX fabrics are processed water repel- 

lant in every fibre---water rolls off them in mercury-like globules--- 

- when liquid dressing is used it covers and cleans the surface, for it 
cannot penetrate beneath that surface. The fabric stays strong, 


the shoe stays new--- 


—because of the material! 
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Now for cleanliness--- 


A wet mud spot, for example, on ordinary white fabric sinks in 
because the moisture carries dirt right into the fibre. Removal is 
difficult---usually impossible. The dirt-stain has gone in under- 
neath. 


A similar mud spot on these Einstein processed fabrics will, 
of course, spot the fabric, but it is a surface spot only and is removed 
with ease---quickly and entirely--- 


because of the material! 


We believe that these two remarkable white fabrics will revolu- 
tionize the white fabric shoe business. Through their use, the 
undesirable qualities of white footwear forever disappear--shoes 
made from them will be chosen---yes, demanded. 


The merchant who specifies---and gets---BRIGHTEX and 
BEECHTEX made footwear will make no mistake---he can’t! And 
the wearer, after the first-pair experience, will O. K. the merchant’s 


judgment. 


We are prepared for an enormous demand for these fabrics. 
Tests---and our knowledge of their thorough worth---tell us that 
this demand must come. Therefore we say to the progressive shoe 
merchant 


Find out at once---we’ll tell you the story---all about BRIGHTEX 
and BEECHTEX shoe fabrics. Insist that your manufacturers 
use them. Then you will sell white footwear that will profit your 


customer and yourself. 


—because of the material! 


2 
We caution against cleaners con- 
taining oxalic acid, as nothing 


will prevent such cleaners from 
affecting strength of fabric. 


J. EINSTEIN, Inc. 
176 William St., New York City 


St. Louis Cincinnati Milwaukee. 
Montreal Buenos Aires 
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RB*x-2.50 -0001 
SARC12.00 -0002 
0.75 -0003 


-0004 
~G005 
-0006 
-0007 


-0008 
-~0009 
-0010 
-0011 


-0012 

° ? ° 00 -0013 

The history of the day’s business Si: 

-0015 

Every time a sale is recorded on an up-to-date National -0016 

Cash Register, a complete record of the sale is printed ‘ -0017 

on a strip of paper inside of the register. 1 ~0018 

This strip of paper is called the detail-strip. cane 

-0021 
-0022 


It shows how much business is done during certain hours, 
or during the proprietor’s absence. 








It cannot be removed or changed without the proprietor's 
This is a section of 


knowledge. 
the detail-strip. For each 
It prevents the cash drawer being opened without a perma- fransaction it shows (1) 
. whether a receipt or slip 


nent record being made. was tesued, (2) the initial 
* of the clerk, (3) the kind 


At the end of the day, the proprietor takes the detail-strip of transaction, (4) the 
amount, and (5) the 


out of the register and files it away. — 
mber. 


It gives him a permanent, unchangeable history of each Let our representative 
day's business show you how it will help 
4 : you make more money. 


The detail-strip is only one of the many features which 
make up-to-date National Cash Registers a business 


necessity. 


We make cash registers for every Inne of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CoO. 


DAYTON. OHIO. 
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A Men’s and Boys’ line 
of Goodyear Welts that 


merit your favor. All 


styles carry the famous 


‘Wingfoot”” Heel 


BE 
iiechod 


TRADE-MARK REG. 


—— MANUFACTURED BY —— 


D S6BARROWS 


(ESTABLISHED 1858) 


FACTORIES, MIDDLEBORO, MASS. 


BOSTON OFFICE - - - 181 ESSEX STREET 
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Saddle Strap Straps 
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You'll pick a winner by choosing the shoe shown here. 
Its a gem. Tiffany might say—'‘a jewel of the first 
water. Note its flowing lines sweeping in a graceful 
curve to toe! See the close trimmed arch! It's a welt, 
with thin, flexible sole and properly set Cuban heel. 
Button to match leather. Made only in light Russia 
Calf. It's a fitter and sure seller. 


W itherell <@ Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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Our Guarantee Stamped 


















They Sell On Quality 
Repeat On Merit 





On Every Sole 


SINBAC’S 
First Walk Flexibles 


Sizes 1 to 5, including half sizes. 
Outer Wedge heel on 2 to 5 sizes 
when specified, ten cents per pair extra. 



















Stock No. 16 






Stock No. 18 







$1.10 95c 
Patent Vamp and Fox, Matt Kid An All Black Kid that gives satis- 
Top. Excellent value for the faction and sells easily at a low 









money. price. 












Stock No. 12 Stock No. 102 













$1.20 $1.20 
White Kid Top, Patent Vamp and Patent Vamp and Fox, Pearl Kid 
Fox. High grade materials and Top, Buttons to match. A 
- best of workmanship. lar seller every dealer should of 
Stock No. 10 
$1.00 
A beautiful number especially easy Stock No. 9 e > 3 
to sell. Patent Vamp and Fox, 1.20 : Stock No. 7 
Matt Kid Top. $ & $1 20 
Patent Vamp and Fox, Brown Kid f : 
Top, Buttons to match. A real Patent Vamp and Fox, Gray Kid 
sales producer that will stimulate Top, Buttons to match. Genuine 
trad>. top grade leathers throughout. 











sINBAc 


he “Helthy-Faq” Line ; ‘ 
CHICAGO F: 











SINSHEIMER BRO. & CO., 211-13-15 W. MONROE STREET 


A Copy of Our New Catalog is Yours on Request 




















rs easy to say—this is a Vici Kid 
shoe but that doesn’t always mean 


that it is made of VICI KID. 


WA bs Big Sie tela 


No other house than ours makes or ever has 
made VICI KID. We are responsible for 
upholding the qualities and betterments that 








THERE IS ONLY ONE VICI KID 





the originator of VICI—Robert H. 


Foerderer—gave to the world. 


We must and will maintain VICI 
Quality and improve it if possible. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia Pennsylvania 


THERE NEVER HAS BEEN ANY OTHER | 
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OGDEN CO-OPERATION 








OGDEN Shoes are sold twice 
—to the dealer and for him. 
OGDEN dealers receive unparalleled selling support 


—hbecause the retail store is the real sales outlet for 
OGDEN Shoes. 

We consider every OGDEN dealer our local repre- 
sentative 

—and as such furnish him with the OGDEN Retail Sell- 
ing Plan—a complete Merchandising and Advertising 
campaign which we conduct for him in his own locality. 

The entire Ogden fac- under his Ove Eame 


i ed above i . : 
devoted to the manu- —without any effort or expense on his part. 
gt Ay hc 

1 ’ 1 . . . 
Service:—six sure Our 1921 Retail Selling Aids are even better than those 


ore 5 which brought success to OGDEN dealers during the 


from top quality Ma- 
hogany Calf. 
past year. 


We will gladly explain. 








OGDEN SHOE COMPANY-MILWAUKEE 









































READY FOR EASTER 
THE BIG 4 IN STRAPS 


Peggy Two Strap 


A two strap pattern with plenty of 
perforations. Goodyear Welt, Broad- 
way Last. 
No. 765—Black Kid with Dull Calf 
ae 13-8 Cuban Heel $4.75 
No. 766—All Cocoa Caif 
Widths AA to D 


La Mode One Strap 


The last word in strap models; one of 
the snappiest and daintiest styles 
shown for Easter wear. Made with 
single sole to imitate a turn, and with a 
covered 16-8 full LXV heel. 
* No. 630—Black Suede with Dull Calf 
Trimming $6.00 
No. 631—Brown Suede with Cocoa 
Calf Trimming $6.00 
No. 632—Gray Suede with Patent 
$6.00 


No. 633—Black Kid with Black Suede 
Trimming $5.50 
No. 634—Brown Kid with Brown 
Suede 1 rimming $5.75 
Widths AtoD 
Sizes: A, 4% to 8; B, 4 to 8; C, 3 to 8; 
D, 2% to 8 








MAIL YOUR 
ORDER AT 
ONCE ON” 
ANY OF 
THESE 
NUMBERS 
SO THAT 


YOU CAN 
HAVE THEM 


FOR THE 
EASTER 








TO SHIP 
ABOUT 
MARCH 15th 








Nouvelle One Strap 


Made on our Fifth Avenue Last, with 
on » covered LXV heel and with single 
sole. 
No. 635—Patent Vamp, Gray Suede 
Quarter $5.00 
No. 636—Patent Vamp, Black Satin 
Quarter $5.00 
No. 637—-Patent Vamp, Gray Kid 
Quarter $5.00 
No. 638—All Tan Calf 

Widths A to D 


Peggy Two Strap 


No. 762—Black Suede, Dull Calf 
Straps, Welt, 13-8 Cuban Heel. .$5.50 


No. 763—Brown Suede, Cocoa Calf 
Straps, Welt. 13-8 Cuban Heel. .$5.50 


No. ¢64—Gray Suede. Patent Strap. 
Welt, 13-8 Cuban Heel $5. 
AA to D 


No. 616—Black. Kid, with Suede Strap, 
McKay, Full Covered Baby Louis 
Heel $5.50 


No. 617—Same in Brown Kid. 


No. 618—Black Suede Full Conseil 
Baby Louis Heel $6.00 


No. 619— Brown Suede. 
Ato D 


Thomson-Crooker Shoe Co. 


18 Station Street :: 


Boston 20, Mass. 
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© We Have To-day’s Answer 


To Your Business Building Problems 


On Men’s Fine Shoes 





——— 
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We Are Busy Serving The Country’s Best Volume 
.Operators With Calf and. Kid Shoes of Real 
Style—Real Quality To Be Placed On The 
Feet Of The Fine Shoe Wearing Public At 


$6.00 to $7.00 
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This Type of Shoe Fits Our Statement— Sample 1001—Ritz 
Last, Gallun’s Tan 


in CALF or VICI Sole Ienrtle, See 
ed 10 Iron Oak Outer- 


of the following high standards sole, Wingfoot Rubber 
Heel and Fine Twill 


C AL GALLUN’S-LAWRENCE’S . Linins. 
“J. S. BARNET & SON’S 


KID GENUINE VICI KID 
“Made only by FOERDERER 


The same high standards 
will be found in all our 
construction details. 
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Complete READJUSTMENT of our MAKING and SELLING Policies has made 


such shoes possible. 





These are the proper BUSINESS BUILDING ANSWERS to your Shoe Merchandiz- 
ing Problems of TODAY. 


TOUT OUT OMT OM OMT On 





Le TTI Te TITTTTe ni eniiiiiiiiiel titi iiity 


MILFORD SHOE COMPANY 
Factory—Milford, Mass. 


SALESROOMS 
36 Lincoln St., Boston, Mass. . . 443 Marbridge Bldg., New York City 
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-VAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


MADE BY 
GEORGE C.VAUGHAN 
TJanneries at 
PEABOD 

MASS. 








Costs no more than other good sole heather 





AUGHAN'S IVORY SOLES— 
that finishing touch of distinctive 
iwhite footwear—is comparable in 
idle, durability and color to the 
tusk of the mammoth elephant. 


Its greatest asset in making a sale is its 
whiteness clear through. 


VAUGHAN’'S IVORY requires no 
paint nor spray to make the shoes pre- 
sentable and 


Costs no more than other good sole leather. 


GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASSACHUSETTS 
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EASTER IS EARLY 


You will probably be disappointed in 
delivery on some of your 
novelty styles— 


HERE IS THE SOLUTION 


Our beaded straps, tongues and buckles applied to your regular 
pumps will bring them to the highest degree of novelty style— 


HERE ARE TWO 
NEW ONES 


mga 27.--Detachable Beaded Nov poy Strap. No. T299.— Colonial Beaded Tongue Buckle. 
any le eather or color combination as ordered. In any color combination desired. 


There are hundreds of others, many in reignskin and other 
white fabrics—We can fill orders ten days after receipt— 


See our exhibit at the Pennsylvania Shoe Retailers’ 
Association Convention, Booth 89, Hotel Casey, 
Scranton, Pa., Feb. 21-22, or write for samples. 


PARISIAN BEADING WORKS CO. 
Mankstee Suiting Philadelphia, Fs... 


4th and Walnut Street 
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Shoes that Fit the 


Feet and _.— 
Can’t be Beat 


No. 1610 








WHY ACROBATS ARE SUPERIOR 


Examine First geatity Shoes 
be xt 
Your Me filling 
oF 
Stock —We Have 
a Them for 
—Send us | 
af Extra Heovy First Prompt 
izi uadt outsole 
Your sizing : so 


% ipment 
Order : Sole leather box Ship 


lasted estitehed 
with fining 





po ee mm ieee . * by thi ghr 2486, 
Lining lasieds sta 2 
Separate from upper; 


Insole & mddlesole formed 
from one piece of flexible kather 








Carried 
in Stock 


No. 8700 


wes Rrra ics Lotus Barefoot Sandal 1150—Brown Bear Full Quarter Blu. Oxford 
to 8 D Width TE 5 to 8. Cand D Width 25 
814 to 11. .00 84% to 1l. C and D Width 
1l%to 2. : 11% to 2. B, C and D Width 


8790—White Rainskin % Vamp Instep — ee ae Patent 4 nee Strap 
2 to 5. D and E Width $1. to 5. D and E Width 
5 to 8 Cand D Width 4 3 to 8 C and D Width 
8144 toll. B, C and D Width 1.90 8% toll. B,C and D Width 
11%to 2. B, C and D Width . 11%to 2. B,C and D Width 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINNESOTA 
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“Onyx” ©) Hoste 


People who are particular about their 
shoes are just as exacting about their 
hosiery. 


The natural place for them to buy the 
one is where they buy the other. 


What better opportunity to sell hosiery 
than in a shoe store? 


Emery $ Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24th STREET - - - NEW YORK 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


Chicago Office: North American Building, State and Monroe Streets Philadelphia Office: 1033 Chestnut Street 
Boston Office: 31 Bedford Street Buffalo Office: 210 Pearl Street, Mutual Life Building 
San Francisco Office: 259 Geary Street 
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J hd . Fi endly Warning 


Dealers must remember that the word ‘‘Comfy” 
does not mean a soft sole felt slipper of any make, 
but is the registered trademark for the product of 
the Daniel Green Felt Shoe Company, and is regis- 
tered in the U. S. Patent Office under No. 104801. 


The word “Comfy” must not be used in shoe adver- 
tising or selling to apply to any other make of slipper 
than the Daniel Green, and we will not hesitate to 
také recourse to law to protect our property rights 
in the good will of the “Comfy” name whenever we 
. find violations. 


In fairness to all concerned, please see that your 
sales people, window dressers and advertising men 
make no illegal use of the trademark word “Comfy.” 


DANIEL GREEN FELT SHOE CO. 
DOLGEVILLE, N. Y. 
NEW YORK OFFICE, 116 EAST 13TH STREET 


Daniel Green 


Comfy Slippers 
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There is only one truly orthopedic 
shoe for the whole family 


Besides all the other advantages think of 
the saving in time to the retailer who can 
buy men’s, women’s, boys’, misses’, chil- 
dren’s and infants’ orthopedic shoes of one. 
maker, on one type of last and carried“as 
a stock proposition. 
Think also of the tremendous amount of 
advertising this shoe has enjoyed for many 
years. 

That means the sale to the consumer is 
more than half made before he enters the 
retailer’s store. 


Retailers who sell Educators know the 
value of shoes that customers repeat on. 


RICE & HUTCHINS 


FDUCATOR 
SHOE® 


REG. US, PAT. OFF. 





Rice & Hutchins, Inc. 
10 High Street, Boston, U.S. A. 


————————— 





